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Clerks and Clerks, and Some Who 
Don't Stay Clerks 


By JOSEPH WELSH 
President Pasadena, Cal., Hardware Co. 

















Sporting goods and camp equipment window in that fine store at Pasadena 


lucky to have an interest in such a fine store!” 
“Well,” I said, “there is no luck to it. Health 

is the first essential; energy and good hard work 
are all that’s needed to get away from any clerkship. 
Here are men in this business that I clerked with. 
They are still just clerks. Yes, that tall man is 
one of the chief stockholders. He was a clerk some 
few years ago. Came into the store looking for a 
job. He looked good to me, but I had nothing to 
offer him just then. He said he had just come from 
Canada and had had some office experience in rail- 
road work and also as stock man in a type foundry 
in Toronto. He said he was willing to work at 
anything; had no preference. It just occurred to 


G uty toh once said to me: “Gee, but you are 


me that I knew of a job on our duck shooting pre- 
serve as keeper. I mentioned the fact that I-could 
get him this until he found something to his liking, 
but I added, ‘It’s a hard place to fill. You have to 
be at the beck and call of twenty men twice a week 
at the club, clean guns, draw ducks, make beds, 
clean blinds, feed ducks, mop floors, dry boots, sweep, 
cook, and wash dishes, etc.’ Made it all as bad as I 
could. 

“He asked if any one had ever held the job down 
any length of time. I said, ‘Yes, the man we are 
letting go has been with us for two years.’ 

““T will tackle the job,’ says he. 

“Well, he filled the bill so well, and was one hun- 
dred per cent man at this mean job, that at the 

















Tool and appliance display of the Pasadena Hardware Co. 
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Fishing tackle and hunting goods window in Mr. Welsh’s store. 


termination of the season’s shoot five of the mem- 
bers who hired men wanted him. I did, for one; 
a banker wanted him; a lumber man wanted him; 
a real estate man wanted him. He had saved his 
wages, and after a few days came to work for us. 

“I put him into a warehouse to straighten it up 
and classify the merchandise. After he went around 
that warehouse it was a sight for a merchant to 
cast his eye on the picture—sure it was a picture!— 
and woe betide any clerk that cut into a new roll 
screen or cut a new coil of rope while there was a 
saleable remnant left; and a hundred and one little 
things he did that the average man did not do. The 
clock had no face for him. Goods in cases are poor 
assets when the shelves were bare of them. Believe 
me, merchandise of all sorts was given no rest until 
it was where it belonged. If the janitor was de- 
tained, he was the janitor and duster? Should the 
bill clerk be absent, he was a bill 





The scenic background is a big feature here 


“This clerk and myself control the stock to-day, 
and none of us are clerks now, but were. Applica- 
tion, horse sense, and good hard digging will put 
any wide-awake clerk so he does not have to re- 
main a clerk. We know it and have proved it. 
We are proud of our establishment. As real hard- 
ware men say, we have one of the finest hardware 
stores west of Chicago. 

“Any clerk can do the same thing. It’s not dead 
easy, but it is easy. Hew out your lines, and stay 
with a purpose. Never mind your fellow clerk. 
Don’t quit because he does. You have your own 
place to fill. Fill it plumb full, then some more. 
The boss has his eye on you. He may not say much, 
but he is sure watching you.” 





The Continental Auto Parts Co. has changed its head- 
quarters from Franklin, Ind., to Knightstown, Ind., and 
has increased its capital stock from $35,000 to $50,000. 





clerk. This went along some months. 
Others wanted him and bid for him. 
The banker saw him again. Finally 
he came to me and said ‘What will I 
do? The bank offers me $90 per 
month.’ 

“‘All right,’ I said. ‘Six months’ 
banking will do you good. Banking 
hours are short. Come in and look 
things over each day just as if you 
were working here.’ He did, and was 
just as much interested as if he were 
on full pay. Then came another. A 
stove house from San Francisco of- 
fered him $1,500 per year to go up 
North. He says again, ‘What would 
I better do?’ I said ‘Stay here. Quit 
the bank, and I will see that you are 
made solid.’ So he started again and 


made good, this one hundred per cent 
clerk that every one wanted. While I 
had a large amount of stock, he had 
nothing to speak of. So I decided the 














only way to hold him was to give him 
some stock and let him pay me back 
from the earnings. 


He did. 





Display of household aids and comforts in the 
author’s establishment. 


Note the free use of 
show cards and manufacturers’ helps 





Bulletins as Business Builders 


How Extra Publicity Can Be Obtained by the Use of Simple Devices 


By VicToR LAURISTON 


DVERTISING is the life-blood of modern re- 
A tail business. The successful storekeeper 

must advertise; more than merely advertis- 
ing now and then, or through this, that or the other 
particular medium, he must advertise at every op- 
portunity. Now, while newspaper advertising and 
circularizing run rapidly into money, and window 
display calls for much time and thought, there are 
.lesser opportunities for securing publicity which 
can be readily made use of by the merchant who 
is sufficiently wide awake to see them. 

Bulletin advertising represents one of these op- 
portunities. 

Bulletin advertising, whatever form it may inci- 
dentally take, has the advantage that it involves 
little cash outlay. It adds to the selling power of 
the store front and that without detracting from 
the effectiveness of the window display. 

The primitive form of advertising bulletin was 
doubtless the oldtime blackboard, chalked with the 
latest bargains, and prominently displayed in front 
of the small-town grocery on market day. The 
blackboard usually had two sections, hinged at the 
top, and stood on the sidewalk like a miniature tent, 
one legend facing up street and the other down 
street. These old-time blackboards are still in use 
with many merchants, even in the larger cities. 
As a means of quickly announcing a timely item, 
which can be just as quickly replaced by another 
with the minimum of exertion, the blackboard is 
unsurpassed. Occasionally, instead of a two-faced 
board standing on the sidewalk the bulletin board 
covers a bit of blank wall. In this respect it has 
the advantage ovef a permanent sign in that it 
can be changed at will, and removed entirely at a 
moment’s notice. 

The later forms of bulletin advertising doubtless 
originated in the news bulletins displayed in front 
of every large newspaper office. Many variations 
of this form of advertising seem to have sprung 
from this source. 


The Printing Press Form 


HE “printing press’ form of bulletin is one of 
the most striking and effective. A wooden frame 

is constructed, and a roll of manila wrapping paper 
inserted at the top, the paper at the bottom being 
fastened to a smaller roller turned by a crank. 
Between the two rollers a good-sized bulletin is 
shown, on which can be announced the latest bar- 
gains, new goods just in, all under a catchy caption, 
such as “Latest News”—‘“Just off the Press.” For 
out of doors, an upright frame is advisable, since 
it takes up less sidewalk space. For an interior 
bulletin, the paper may be shown on a slant, and 
the contrivance built up behind with packing boxes. 
The latter can be painted—in black and gray—to 
resemble a printing press. A background coat of 
metal gray, with the mechanism outlines painted 
in black, gives a very striking and realistic effect. 
The essential of this, as of other forms of bul- 
letin advertising, is to make the store news thor- 
oughly newsy. With the roller-press contrivance it 
is but the work of a minute to run in a clean sheet 
of paper; on this is listed, preferably in colored 
lettering, new goods just received, special offerings, 
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Store front with strong selling power contrived by 
Heckler Bros., Pittsburgh. Note the built-in fur- 
naces on either side 


and store news of one sort and another. The pull- 
ing power of the bulletin rests in the fact that it 
represents news; to leave the same old announce- 
ments day after day is therefore a mistake. 

This public hunger for new things has been taken 
advantage of by dealers in various lines to swell the 
passing crowds. Thus, at the height of the baseball 
seqgson, a tobacconist a little off the main street ar- 
ranged to secure the scores of crucial games, such 
as the world’s series. A good many young men, 
interested in baseball, would dip down that way to 
see how the game was going. Naturally, they were 
not merely baseball enthusiasts but prospective cigar 
customers. In a Canadian town, where the news- 
paper offices are located off the main street, ‘““down- 
town bulletins” are regularly posted in a certain 
store. There are very few people downtown who 
do not make it a point to pass that way and secure 
the latest war news. 


Odd News and Pictures 


hat there is no chance of securing current news, a 
variation is still possible in the way of odd and 
striking events and pictures. One retailer has out- 
side his store a-framed piece of glass a couple of 
feet square, captioned “The Very Latest.” Every 
morning he pastes back of this glass some out-of- 
the-way item of news that doesn’t creep into the 
local papers. Queer happenings, pictures of persons 
famous or notorious or beautiful, pictures of current 
events—all this sort of material is grist for the 
merchant’s mill. The main essential is that the 
item must have a touch of the unusual and yet be 
of wide appeal. People go out of their way to 
have a glimpse of “The Very Latest.” Material is 
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gleaned from metropolitan newspapers not in gen- 
eral circulation in that particular town, current 
magazines, and the like. Often “The Very Latest” 
has scooped the local papers on home town hap- 
penings—which indicates the possible scope of such 
a service. 

The bulletin can and should be made as much as 
possible a local institution. Years ago a crusty 
old cobbler, who was somewhat of a character, be- 
came dissatisfied with his home-town newspapers. 
He started a newspaper of his own on an old-fash- 
ioned “tent blackboard” in front of his little shop. 
He had an original viewpoint, and a terse, homely 
way of putting things, and for years “The Growler,” 
as he called his “private newspaper,” was quoted 
throughout the entire city. He commented on mu- 
nicipal affairs, current events and local happenings 
with a shrewd, whimsical humor that caught the 
public fancy. 

Bulletins such as these, of course, represent in- 
direct advertising; they attract attention to the 
store and the merchant, but they do not always aim 
directly at the sale of goods. Nevertheless, the 
ideal bulletin, and the one which will most interest 
the average merchant, is the one which directly 
helps to boost his sales. 


At Strategic Locations 


[ a town of 15,000 people, a retailer helped out 

his newspaper advertising by a system of bulletin 
boards erected at strategic locations throughout the 
city. The boards, about 2% by 3 ft., had space 
for the insertion of a card with the name of the 
store prominently printed at the top, and legibly 
written underneath a list of special offerings, with 
prices. These cards were changed twice a week. 
To thoroughly test the system, care was taken not 
to mention in the newspaper advertisements the 
goods which were referred to on the bulletins. So 
many direct sales were recorded that the original 
three bulletins were increased to a dozen or more. 
In organizing a system of bulletin boards the out- 
standing essential is to select good locations; and 
after that to make the bulletins newsy and keep 
them newsy. 

Often a bit of waste space can be used to good 
advantage in this very way. At one side of the 
entrance to a city store there was a bare wall. 
Customers, leaving the store, could not help but 
look at that wall. One day the merchant himself 
looked long enough at it to realize its possibili- 
ties. 

To-day, the customer leaving that store sees the 
cheery slogan, “Call again.” Or, a week hence, will 
be the reminder, “Have you forgotten anything?” 
Or perhaps “Did you order tea?” “What about 
your preserving?” Underneath these slogans, which 
are shown in strikingly big letters, is a list of timely 
articles in smaller type, carrying out in some sense 
the original suggestion. 

Of course, the show window itself has huge “news” 
possibilities. One merchant who makes an annual 
feature of Santa Claus, including a genuine sure 
’nough Santa, posts up telegrams every day or so 
announcing Santa’s progress from the North Pole 
to Businessburg, right up to the minute that Santa 
himself arrives and holds a reception for the kiddies. 
The big store in the little town, whose buyer has 
just been to New York, or somewhere else, on a trip, 
triumphantly bulletins the telegram telling of his 
most significant purchases. Then, of course, an- 
nouncements of new goods or special bargains can 
readily be pasted up; indeed, the “streamer” type 
of show card, pasted back of the window, has re- 
cently come into great vogue. An important point 
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to remember, however, is that the window bulletins 
should be placed along the edges, so as not to inter- 
fere with the display behind them. Properly placed, 
they help in no small degree. 


Advertisements as News 


DVERTISEMENTS are news, though many ad- 

vertisers overlook the fact. In one store, every 
night the newspaper advertising is clipped from a 
dozen extra copies and a copy of the advertisement 
posted in a miniature bulletin stand on each counter. 
Another merchant has facing his doorway a brick 
pillar; on this he has a bulletin board covered with 
green denim, on which the daily advertisements are 
tacked. Though many customers are attracted by 
advertising, few bring the actual advertising with 
them to the store; the clipped advertisements are 
reminders to the customers, and reminders, too, to 
the salespeople. 

That almost anything can be turned to advantage 
in bulletin advertising is illustrated by an incident 
that happened some years ago in a large city. A 
druggist was served with a circuit court summons 
to answer a suit for $25,000 for slander.. Five min- 
utes later the summons was pasted in the middle of 
his show window, a center of attraction for a rap- 
idly gathering crowd. 

Advertising genius knows no impossibilities. 
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Heckler Bros.’ ingenious use of rear of showcase 

in middle of store entrance as shown on opposite 

page. The bulletins send a parting shot at the 
customer as he passes out 





Pushing the Juvenile Bicycle 


By FRANK FARRINGTON 
(Author of “Talks by the Old Storekeeper,” “Store Management,” ete.) 


HERE ought to be more children’s bicycles in 
4% use. More child riders naturally means more 

grown up riders both now and later. It means 
more now because adults who once rode will now 
want to get back to riding with their children when 
the matter comes up for consideration. 

It is up to the dealer to interest parents in 
bicycling with their youngsters. Call their atten- 
tion to the advantage of being able to share the 
children’s amusements and be with them more while 
helping them to have a good time outdoors. 

The man of good sense who has a growing boy 
wants to make a companion of that boy as a means 
of bringing the boy up better. One of the best 
ways to become companionable is for father and 
son to go bicycling together. It makes it possible 
for the pair of them to get out into the country, 
to go fishing or picnicking together, tc lecome the 
kind of pals that fathers and sons ought to be. 

You will be doing your patrons and the com- 
munity a good turn by encouraging this kind of 
fellowship on a bicycle; fathers and sons and 
daughters and mothers, too, getting out into the 
open together. 

The automobile is all right, but think of the 
people you know who cannot afford automobiles 
but ean afford bicycles. And think of the advantage 
of the bicycle to many people who have grown 
almost too dependent upon the motor car. Children 
often do not care for motoring. Sitting there in 
the seat and riding is not action for them. They 
eare little for scenery. They want to be doing 
something. Bicycling gives them something to do 
and couples sport with action and diversion. 


Companionship with Daughters 


A father may, by the use of the bicycle, become 
the companion of a daughter as he could not 
otherwise, because a girl’s indoor pursuits are not 
such as will interest a man, but father and daughter 
may bicycle together with mutual pleasure. This 
sort of thing the sporting goods dealer should be 
bringing to the attention of his public by advertis- 
ing and by selling talks. The man who has a 
bicycle, on this basis becomes a good prospect for 
the sale of another to fit his child. When the child 
has a bicycle and the parent is without, that parent 
is again a prospective customer. 

Parents of children who incline to be indoor 
youngsters, who do not take to outdoor pastimes, 
will be interested in a bicycle if they can be shown 
that it will take the pale, indoor-loving, too-studious 
child into the open. 

The advertising of the bicycle may be along 
broad lines, with an appeal to the best that is in 
people, and to their desire for the welfare of their 
children. Where parents are slow to become in- 
terested, it is only necessary to interest the children, 
and if I had a particularly difficult prospect on my 
hands, I would see that the child was taught to 
ride, so the demand for a wheel would become in- 
sistent. 

Parents who lack money may be shown, in some 
instances, how a bicycle will pay its way in the 
saving of carfare to and from school, or the boy 
or girl may be sufficiently interested to look for 
means of earning part or all of the price of the 
bicycle. 


The dealer should have a list of the children 
who may want wheels. A list of the school children 
of the town may be made up from school lists open 
to the public. To this list send advertising. See 
if the manufacturer of the bicycles you sell cannot 
send you a supply of a good little folder showing 
the bicycles in colors. Put the price on these. Rub- 
ber stamp them: “You Can Buy on the Easy Pay- 
ment Plan.” Get these into the hands of the boys 
and girls by mailing them, or less advantageously 
by distributing them to the youngsters as they come 
out of school. 


Make It Fit the Rider 


yas you do sell a juvenile bicycle, take the 
utmost pains to see that it fits the rider. 
Every day you may see on the streets boys or girls 
riding bicycles too large for them, or with the 
saddles set too high. Get the seat properly ad- 
justed, so when the rider sits squarely on it, he can 
put the hollow of his foot on the pedal at its 
farthest down point, or as some suggest, so the 
toe of the rider can just nicely be hooked under 
the pedal at the same position. 

Rather than sell a child a bicycle that does not 
fit, pass up the sale, and at least get credit for 
having the customer’s welfare in mind. 

Parents are inclined to want to get a bicycle 
the child will not outgrow, but impress upon them 
the fact that in going too far in this direction 
they may do the child harm, and more than offset 
any advantage that accrues from the use of the 
wheel. 

Encourage the children to keep their wheels clean 
and shiny. They like them better, get tired of them 
less quickly and of course get better service out of 
them if they do keep them clean. Urge them to 
bring them back to you for adjustment when any- 
thing is wrong. I know this may make a lot of 
bother, but bothering with folks is what makes 
satisfied customers of them and brings them back 
again for more purchases. 

Since the days when the bicycle was a fad, we 
have sort of forgotten that service to the user 
proved profitable. We have taken in our bicycle 
racks and we keep the pump in an out-of-the-way 
place. The dealer who is wise will go back to the 
service idea and arrange all the accommodations he 
can think of for the bicycling public. 


Two Ways to Do It 


"THERE are two ways of capitalizing the old 

bicycles that are rusting in barns and attics. 
One of these is with-a view to making the adult 
owner into a rider again. In your advertising and 
window signs, say, “Get out that old bicycle. We'll 
make it rideable for you,” or something to that 
effect. If you can get people who have ridden or 
who have old machines around the house to bring 
them out, it means the sale of tires and other 
specialties. It means repair work if you do it. It 
means interesting the rider in getting a better look- 
ing bicycle in the place of the old one. 

The economical plea can be used by showing how 
it will save carfare for Thrift Stamps. If you are 
located in a community where the manufacturing 
conditions due to war are crowding the transporta- 
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tion lines of the town beyond their capacity, urge 
people to use their bicycles to reduce the crowding, 
whether they are working in the manufacturing 
plants or merely have to go to their own work at 
the rush hour. 

Another way to capitalize the old bicycles is te 
get men to bring them out and get them fitted up 
for the use of sons who have grown up withcut a 
wheel and do not even know, perhaps, that an old 
one is on the premises. Or you may be willing to 
take old full men’s size bicycles in exchange, allow- 
ing something for them in selling a junior size. At 
all events, if you can show the owner of an idle old 
bicyele that it has a value, you can interest him in 
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bringing it around, and that is sure to open the way 
to bicycle business on some basis or other. 

Juvenile bicycle business is coming along at a 
good pace and it needs only the encouragement of 
advertising and salesmanship to increase it tre- 
mendously this summer. People are ready yight 
now for the purchase of more of this cheap and 
highly efficient means of transportation. 

The demand is for money-saving plans, and every 
condition, from the crowded trolley car to the de- 
velopment of the cash-and-carry grocery idea, con- 
tributes to the usefulness and practical helpfulness 
of the bicycle for children and adults all through 
the war. 

















Claims for Lost or Damaged Freight Can Be Made on 
Any Road Handling It 


By ELTON J. BUCKLEY 


NEw YorK, N. Y. 


We are in a dilemma as to how to make claim for 
some goods shipped to us from the West, but partly lost 
in transit. The shipment was from Indiana and the 
goods left there on the Vandalia Railroad, consigned to 
us in New York. The Vandalia issued a bill of lading 
for through shipment to us in New York. The Vandalia 
carried the shipment as far as its line proceeded, and 
next turned it over to the Lehigh Valley Railroad Com- 
pany, which delivered to us in New York. The con- 
djtion of the shipment when delivered was very bad. 
About one-third of the goods were missing and part of 
the balance were damaged. The loss on the shipment 
will probably be about 50 per cent, if we have to stand 
it. We accepted the goods from the railroad, signing 
in bad condition and then made claim on the Lehigh 
Valley. The latter has turned our claim down, stating 
that their records show the goods were delivered to us 
in same condition as received and that our claim is 
really against the Vandalia. We are not in position to 
fuss with the Vandalia Railroad Company in the West, 
and we think, we should be allowed to bring claim 
against the Lehigh Valley, since that is the railroad 
that delivered the goods. Our attorney is looking up 
the matter now, but meanwhile we should like your 
opinion. 

N. R. McMAsters & Bro. 


CANNOT see why the Lehigh Valley Railroad 
| Company, or any other railroad, should attempt 
to deceive a shipper in this way. It knows the 
law perfectly well, and it knows that under the law 
this correspondent can make claim on either of the 
roads concerned with a shipment like this. They 
are not obliged, as they formerly were, to hunt out 
the railroad which actually caused the loss, and 
sue it. This is one of the greatest conveniences 
ever enacted into law. 
Before the Carmack amendment to the Interstate 
Commerce Act was passed, the shipper or the re- 
ceiver of freight was at a tremendous disadvan- 


tage regarding the making of claims. Let us say 
that goods were shipped from Illinois to Pennsyl- 
vania, and in the course of the journey had to pass 
over three roads, Road A, Road B, Road C. Some- 
where en route they were damaged or lost, and 
were delivered at their destination in that condi- 
tion. Under the old law the consignee could sue 
Road C, which delivered, but if Road C could prove 
that the damage did not occur on its line, it was 
considered a good defense and the consignee was 
thrown out of court and told to seek out the re- 
sponsible road. He might make the,same mistake 
again, and the result was that many hundreds of 
righteous claims were never brought. The Car- 
mack amendment was intended to cure this, and 
it has done it. It provides that when goods, in 
the course of an interstate shipment, pass over more 
than one line, and are delivered at their destina- 
tion in a condition justifying a claim, the con- 
signee can claim on the line most convenient to 
him without regard to which road caused the loss. 
This is usually the last line handling the shipment, 
in the case cited by the correspondent the Lehigh 
Valley. If the shipment has passed over two lines, 
the consignee can sue either, regardless of which 
line is responsible for the damage. No matter 
which road is sued, if the claimant makes out a 
case, that road must pay, and it cannot defend on 
the ground that the loss arose on some other line. 
But the rights of a road that thus must pay for 
damage caused by somebody else are perfectly pro- 
tected, for the law gives it the right to make its 
own claim, after it has paid, against the road which 
was really responsible. Thus the damage is fas- 
tened on the proper shoulders, and the consignee 
is spared the bother and expense of hunting down 
the road on which the loss arose. 


(Copyright, August, 1918, by Elton J. Buckley.) 





Sale vs. Handout 


Why the Trained Selling Force Corners the Accessory Business 


By R. E. 


the hardware trade with gratifying frequen- 

cy and the latest and most insistent is that 
presented in motor car accessories of all kinds. 
There are many logical reasons for this condition, 
and of course in this as in many other instances, 
live hardware merchants have not been slow to see 
and grasp the point. 

First, let us see the cause for the manufacturers 
seeking an outlet for their motor car accessories 
through the hardware trade. Volume is one of the 
chief considerations, of course, but it is not the 
only motive for intensive campaigns that manufac- 
turers have directed toward the hardware man. 
Volume, of course, but volume combined with sales- 
manship; real service and intelligent exploitation 
of the manufacturers’ wares; these are the things 
which are winning the hardware man a chance to 
sell nationally known and universally demanded mo- 
tor car accessories. 

To get the contrast clearly fixed in mind, picture 
to yourself the average hardware store, not the best 
one you have seen nor the poorest, but the average. 
Next, picture if you please the average garage! 
Quite some difference, isn’t there? 


€) ‘the naraware tn come rapping at the door in 


TUCKER 


Which place of business would naturally be ex- 
pected to be the more attractive? Which place 
would the average man rather trade in? The hard- 
ware store, by long odds. 


WE are not talking of the ornate city garage, 
with its immense show windows, its large staff 
of salesmen, its big organization, but the garage as 
found by hundreds, yes, thousands, in the smaller 
country towns and villages. This class of garage, 
mind you, is what the accessory and tire manufac- 
turers have had to deal-with, until some genius or 
group of genii conceived the idea of showing the 
hardware man that he should handle accessories. 

In the average small town garage you find, as a 
general rule, a poor building, poorly adapted to the 
business; oftentimes poorly located and in a major- 
ity of cases dirty and unattractive. Next, the ga- 
rage owner—the business head of the enterprise— 
and his assistant, are men in overalls, rushing 
aronnd in a mad whirl of duties, attempting to ren- 
der “service” to his customers and carrying in the 
back of their heads the idea that “So-and-so” should 
be seen this afternoon about buying that car. 

This isn’t a picture that is distorted, but one true 


Here is an example of an accessory department arranged to get a maximum stock in convenient location to be sold 
by a minimum number of clerks. It belonas to the Swank Hardware Co., Johnstown, Pa. The balcony and shelving 
on right and rear are reached by traveling ladder. A display window faces the street under balcony in rear. 
The electrical accessories display and testing fixture on right are fitted with quick wire connectors and switch- 
board to storage battery. Piston rings and radiator con rections are found on pegs in column in rear, All sma 

parts are in numbered, sampled and priced drawers on (eft side. Ford parts are in bins and shelving running 
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in tiers at right angles to rear wall under balcony 
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Below is the retail tire stock o 


kept by card file system. 


fo life. The office is usually a litter of advertising 
natter, old coats, robes, a red-hot stove in winter, 
idirty, dusty stove in summer. The desk, if there 
is one, is littered; the walls have a variety of hang- 
trs extolling the merits of some car or other, 
vhether that particular garage man has the agency 
not. 

Oh, yes, some garages have show cases. Honest- 
y! And in them is the “display” of parts, acces- 
iories, more catalogues, a convenient piece of waste, 
‘cigar box full of assorted nuts and bolts—possibly 
talf a dozen rolls of tire tape. 

Inviting? Hardly. Sensible? Hardly. And 
itil these same garage men, when the salesman 


the Swank store, situated on hanging balcony 9 x 160 ft. above main aisle, 
floor. Each size in each style of casing has its place marked by stencilled card tacked to floor. 
Above is pictured the Ford size tire stock on third floor 
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tries to sell them an adequate assortment of acces- 
sories, reply, “People around here don’t buy them 
things much.” 


G OME garage men, it is true, have had it borne 

in on them that they should carry more acces- 
sories—and they have duly ordered some. Do they 
order intelligently? Do they study the market, keep 
a check on which are the best sellers and try and 
anticipate their needs? A few do, but the majority 
don’t. They know they must have accessories and 
buy accessories from the next four or five salesmen 
who happen along. Then they stop, secure in the 
belief they are equipped to sell accessories. 








The writer has been in garages when transient 
customers would drop in for oil or gasoline. The 
proprietor, having duly filled their car, would stand 
dumbly by, accepting their money and all the time, 
right in front of him would be a tire on the car 
with a gaping hole in the casing. Did it suggest 
anything to the garage man? Apparently not. 

If the traveler should relate how he had trouble 
in starting his motor because the batteries were 
weak, would that garage man jump into the game 
and suggest that the driver buy some new batteries? 
Not on a bet! 

So many cases of similar import were witnessed 
that it is with difficulty the writer refrains from 
setting it down that the average garage man will 
hand out accessories but that HE POSITIVELY 
WON’T SELL THEM! 

And when one stops to think that there are many 
good lines of accessories to be had where the profits 
range from 50 to 100 per cent, it is indeed hard to 
understand at first glance, why garage men don’t 
push them. Second thought, though, discloses the 
very evident fact that garage men are not salesmen. 

On this point, of course, there will be argument. 
Garage men may be salesmen in some things, but 
they most certainly are not when it comes to the 
many profitable and easily handled side lines. Their 
whole scheme of merchandising, if indeed they have 
one, is wrong, from the standpoint of not overlook- 
ing good bets. 

They are in a business which requires hard phys- 
ical work. Granted. They are, more often than 
not, working on a limited capital. They are, pos- 
sibly, doing livery work. They don’t exactly like to 


Small and compact accessory department in George Howard’s store, Mount Vernon, N. Y. 
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trust their good demonstrating car in the hands of 
their handy man, so Mr. Proprietor does the long 
drives himself. Long hours, lack of sleep—and you 
have loss of “pep.” If, on the other hand, Mr. Ga- 
rage Man does let “Joe” do the driving, that means 
that he, himself, must fill cars, change tires and be 
general handy man about the place until “Joe” re- 
turns to ease up the situation. 

Would anyone blame the garage man much, if a 
close glance is taken around such a _ garage. 
Wouldn’t be very surprising, would it, to feel the 
“what’s the use” feeling creeping up your own spine, 
when you see that “showcase,” the rickety box seats 
in the “office,” the grime, the grease and the general 
down-at-the-heel atmosphere of the place? 


OW, Mr. Hardware Man, do you see the things 
you have in your favor? Do you mean to stand 
there and still doubt? 

In the first place, have you noticed how well the 
makers have thought out the problem of marketing 
their goods? Look at the packages. Neat, attrac- 
tive, permitting of excellent displays and easy han- 
dling. 

Showcases in hardware stores may get dirty—but 
someone usually has it among his duties to clean 
them! Show cases or substantial shelves afford 
ample room in most stores, for clean, enticing dis 
plays of accessories. A lot of room need not be de- 
voted to the display. A few articles of each kind 
can be shown, the rest stored conveniently near at 
hand. And remember that 50 to 100 per cent. 

Advertising? Sure these lines are advertised. 
Many of the big tire companies bear down on their 
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accessories. The goodness that follows the name 
of the tire envelops the accessories in the public 
mind. Folders, letterheads, circularizing, price 
lists—and remember, if you please, that everything 
pertaining to a car.is interesting reading to the 
car owner—will be supplied you by the manufac- 
turer. 


‘T HERE is one hardware store in a good-sized, 

prosperous Minnesota town where the sale of 
tires and accessories play an important part in the 
life of the-store during the driving season. It must 
be admitted that this particular store is above the 
average in appearance and arrangement—but per- 
haps it is so because its proprietor has been keen to 
grasp the new things, the new ideas in his growth 
as a merchant. . 

On the left, as you enter, you will find, perhaps, 
ten or twelve feet of showcase devoted to automobile 
accessories. Blow-out patches, tubes of cement, 
hook on and lace on boots, valve insides, patches and 
repair materials, all go to make up a display that 
catches the attention immediately. There isn’t the 
jumbled, hit-or-miss idea of the average garage. It 
is clean. It is attractive. It has its lesson for the 
car owner who perhaps has happened in for some 
nails to repair his fence with. 

In the window on that side of the store, there is 
also a frequently changed display. Goggles, flash- 
lights, some robes as the weather grows colder— 
you see there is sense in what this merchant does. 
He is used to figuring out ways of attracting at- 
tention. His mind works along another channel 
than that of driving madly up the street with his 
muffler wide open! He knows many of the basic 
truths in salesmanship and store proprietorship. 

His sales have steadily grown since the first sea- 
son, several years ago, when he timidly put in some 
accessories. He sells tires, a lot of them. He ad- 
vertises both his tires and accessories. He never 
misses a chance to suggest and to show accessories. 
They interest him, for he drives a car. And he 
reasons that they will or ought to interest the aver- 
age owner of a car. 

He doesn’t buy accessories just for sake of having 
them. He buys what he knows are used in his par- 
ticular locality. He knows the road conditions, the 
tire difficulties to be encountered, what cars pre- 
dominate and usually knows every car owner per- 
sonally. And he does study his trade. 


ESULT?. His tire and accessory sales are grow- 
ing and showing fine profits. 
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and which has brought him business ever since 


This Minnesota merchant is but one of thousands 
of progressive hardware dealers who believe, and 
rightly, that the automobile and its influence is 
something to be reckoned with and that it offers a 
direct avenue to profits. 

In the race for accessory business and for the 
more permanent and possibly more profitable busi- 
ness of a general nature which may be developed 
through accessory business, the garage man as he 
stands to-day in the average garage, is handicapped 
as compared with the hardware merchant. The 
garage man does some accessory business but not 
through choice. He is forced, as it were, to carry 
some of those little things the motorist is constant- 
ly asking for. And in the majority of cases he is 
satisfied to carry as little as he can. What if he 
does lose the sale of a 95 per cent blow-out patch 
occasionally? His business mind doesn’t ache at 
that 50 cent profit that left the store in that man’s 
pocket. 

The hardware man, on the other hand, has the 
trump cards. His store is a better place in which to 
encourage trading. His display facilities are better. 
His advertising acumen is more marked. His innate 
and cultivated sense of salesmanship prompts him 
to push his goods. He and his clerks are business 
men. They know how to SELL accessories, not 
merely to hand them over the counter. 


Salesmen’s Convention at Buffalo 


HE Buffalo Specialty Co., Buffalo, N. Y., held a 

salesmen’s convention in Buffalo from July 22 to 27. 
There were gathered together salesmen from all parts 
of the country who went over the sales plans for the 
coming twelve months. One day the salesmen gathered 
at Oliver Cabana, Jr.’s farm, at Elma, N. Y., the 
home of the greatest herd of Holsteins in the world. 
Mr. Cabana is president of the Buffalo Specialty Co., 
and entertained the men royally at his magnificent 
home. Most of the men present were salesmen on 
Liquid Veneer and Radiator Neverleak. 


756,000 Shovels in Year 


The Conneaut Shovel Co., Conneaut, Ohio, has re- 
elected the old board of directors and the following 
officers: President, G. M. Brown; vice-president, M. G. 
Spaulding; treasurer and general manager, G. W. Ben- 
ton, and secretary, Chester J. Welch. During the past 
fiscal year the company manufactured 756,000 shovels, 
equal to the plant’s output in the three previous years. 
Extensive additions are under way and new machinery 
is being installed. The company employs 250 men. 
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Chilean Wants Catalogs 


Santiago, Chile, June 22, 1918. 
HARDWARE AGE, New York City, N. Y. 

Gentlemen: As a subscriber of HARDWARE AGE, I 
take the liberty of writing to ask you for the following 
service: 

The undersigned owns one of the best establishments 
dealing in automobile articles, and being desirous to 
add some other lines to my present business, I should 
like you to let me know the names of some manufac- 
turers in the line of hardware, especially farmers’ tools, 
mechanics’ tools and all kinds of goods that you may 
deem I could sell in my store. 

I should like to deal directly with the manufacturers, 
from whom I should like to receive catalogs, as the 
jobbers overcharge much the increased cost and do not 
enable any concern to compete with the dealers in the 
same line. 

You can get my references from Banco Sud Ameri- 
cano Ld. of New York City; National City Bank of 
New York; John Dunn & Co., 44 Whitehall Street, New 
York City, which are my buyers of American made 
goods. You can get the most recent information from 
the National City Bank of Valparaiso or Santiago. 
Thanking you for this favor, we are yours very truly, 

MIGUEL MARTINEZ, Importer, 
Alameda de las Delicias 1327, Santiago, Chile. 

P. S.—It would be convenient to tell to the manufac- 
turers to send us their catalogs, price lists, terms and 
discounts. 


Brief Notes of the Trade 


The I. T. S. Rubber Co. of Canada, Ltd., Toronto, 
has been incorporated with a capital stock of $200,000 
by Alfred W. Briggs, Ernest M. Dillon, Ray T. Birks 
and others to manufacture tires, rubber goods, etc. 


The Ideal Fence & Spring Co. of Canada, Ltd., Wind- 
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sor, Ont., has been incorporated with a capital stock of 
$300,000 by Gordon M. and William D. McGregor, Wind- 
sor; William A. Leitch, Walkerville, Ont.; Frank W. 
Prentice, Adrian, Mich., and others to manufacture wire, 
wire goods, fencing, etc. 

The Anker-Holth Mfg. Co., Sarnia, Ont., has been 
incorporated with a capital stock of $40,000 by Fred- 
erick F. Pardee, Norman S. Gurd, Frederick R. Reeves 
and others to manufacture cream separators, agricul- 
tural machinery, implements, etc. 

The Dayton Adding Machine & Time Lock Co., Day- 
ton, Ohio, has increased its capital stock from $2,000,000 
to $2,500,000 and will make an extensive addition to its 
plant. It is engaged mostly on Government contracts. 

The Green Bay Wire Works, Green Bay, Wis., has 
been incorporated by Green Bay and Appleton capital 
to manufacture wire screens and wire cloth for paper 
and pulp mills. Factory quarters have been leased and 
are being equipped. The new concern has a capital 
stock of $30,000. Its officers are: President, A. W. 
Priest; vice-president, C. E. Maeser; secretary and 
treasurer, T. E. Fox. 

The Hendee Mfg. Co., Springfield, Mass., is asking 
bids on an addition, 60 x 81 ft., one story, for a hard- 
ening room and other purposes; and a boiler house, 


-40 x 71 ft. 


The Lovell-McConnell Mfg. Co., 194 Wright Street, 
Newark, N. J., manufacturer of automobile horns, has 
acquired an entire block bounded by Wright and Miller 
Streets, and Avenues A and B, about 200 x 700 ft., 
and will use the plot for an extension to its works. 
Dunean A. McConnell is president. 


The Atlantic Nail & Wire Co., New York, has been 
incorporated with a capital of $75,000 by N. S. Werling, 
C. Holmes and J. M. Marks, 2023 Seventh Avenue,. to 
manufacture nails and wire specialties. 

M. Harrison & Son, Inc., New York, has been incor- 
porated with a capital of $40,000 by C. Bender, J. Mc- 
Burnie, 333 East 58th Street, and M. Harrison, 110 
West 84th Street, to manufacture metal products. 


The Lionel Corporation, New York, has been incor- 
porated with a capital of $50,000 to manufacture elec- 
trical toys. J. L. Cowen, A. T. Scharps and M. Frankel 
are the incorporators. The new organization, it is 
understood, will operate the Lionel Mfg. Co., 48 East 
Twenty-first Street, New York, with works on South 
Twenty-first Street, Newark, N. J. 


Boosting Labor Savers for the Housewives’ Canning Campaign 
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Timely canning accessory display installed by Mrs. F. W. Wendt, manager Safford’s Hardware Store, 
Mechanicville, N. Y. 



































ALL ABOARD 


Knights of the Grip 


This Is An All-Pullman Train 
No Extra Fare 
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PRIZE STORY CONTEST 


“My Best Sale” 
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Open to all hardware traveling salesmen. 
Every story used in HARDWARE AGE gets a 


prize. 
ig. pig) |) at $100 
Second Prize ......... 75 
ey 2” ere 50 
Fourth Prise ......... 25 
Piste Prime. ..6 oes. 15 
| yy) 10 
All others used....$5 each 


Just tell in your own way the story of 


standpoint of business-building suggestions. 
Every traveling man has many good sales to 








your best and most interesting sales from the 


his credit, but there is always one humdinger, 
a rip snorter, that is not only memorable but 
is rich in what it may suggest to other trav- 
eling men. Let the story speak for itself. 
Write that story to HARDWARE AGE. There 
may be a hundred dollars in it for you and 
there is sure meat in it for the other boys 
on the road. 
Contest closes Sept. 15. Address your en- 
velope to 
Editor HARDWARE AGE, 
239 West 39th Street, 
New York, N. Y. 


Best Story Contest. 
































Pushing New Tax Bill for Early Passage—Cut in Production of Pleasure 
Automobiles—Employers Worrying Over War 
Labor Board’s Activities 


By W. L. CROUNSE 


ILL the new revenue bill that is to raise 
eight billion dollars become a law before 
or after the November elections? This in- 


W 


teresting question is now being industriously can- 
vassed in Washington and is a bone of contention 
between the Secretary of the Treasury on the one 
hand and the Congressional leaders on the other. 


Mr. McAdoo believes the next Liberty Loan drive, 
which starts September 28, will be a bigger success 
if the taxpayers of the country know what their tax 
burdens for the coming year will be than if they 
are obliged to guess at the outcome, so he is earnest- 
ly engaged in urging the House leaders to report 
the pending bill promptly and to co-operate in hav- 
ing it placed on the statute books before the drive 
begins. The Congressional leaders, however, would 
like to postpone the enactment of the revenue bill 
until after the elections, because there is a long 
line of precedents to the effect that political parties 
responsible for increasing taxes just before Con+ 
gressional or Presidential elections are invariably 
rebuked at the polls by indignant taxpayers. 

In this case Mr. McAdoo is counting on the pa- 
triotism of the people to stand for the taxes and to 
buy Liberty Bonds. The Congressional leaders, 
who have their own political fortunes chiefly in 
mind, are not so confident. The people may pay 
the taxes with a fair degree of cheerfulness and 
buy the bonds with a smile, but at the same time 
they may show an amazing lack of interest in the 
serious question as to whether Senators and Con- 
gressmen should retain their seats. 

The outcome of this controversy will be awaited 
with much interest by all business men. The 
chances now favor the passage of the bill before 
the November elections, but there is little prospect 
that it can be enacted prior to September 28, when 
the next Liberty Loan drive begins. 


Those Automobile Taxes 


OUNTING chickens before they are hatched is 

a very necessary feature of the work of a big 
Congressional committee engaged in framing a tax 
bill, but certainly Chairman Kitchin and his col- 
leagues must remember that if any of the eggs are 
stolen they will not produce chickens, no matter how 
faithfully the old hen may sit. This applies to the 
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automobile taxes and has a lesson in it regarding 
other features of the pending bill. 

I recently quoted the schedule of taxes on auto- 
mobiles as tentatively adopted by the Ways and 
Means Committee, including charges on new cars, 
to be paid by the manufacturers, and annual im- 
posts on cars in use, to be paid by the owners. The 
committee’s estimate of the amount to be raised 
from these two forms of tax reached the tidy sum 
of $125,000,000. 

It goes without saying that the tax on the pro- 
duction of cars cannot be collected unless the cars 
are built and that any reduction in output will be 
accompanied by a corresponding cut in the amount 
of revenue derived from this source. The com- 
mittee has figured on a maximum output, on the 
ground that the people have lots of money and are 
disposed to spend it. 

But along comes the War Industries Board and 
serves notice on the makers of pleasure automobiles 
that they must put their houses in order during the 
next five months to build only trucks or to make 
such war material as they may be in shape to pro- 
duce. This means a 60 to 70 per cent cut in pro- 
duction of pleasure cars for the current fiscal year 
ending June 30 next. The automobile manufac- 
turers are an aggressive lot of fellows and they 
have some powerful friends in and out of Congress, 
so there may be some slight change in the situation 
before next Christmas, but the prospect is rather 
gloomy. 

A Word to the Wise 


HERE is a moral in this for the retail dealer 

not only in cars but in all forms of accessories. 

The prudent man will read the handwriting on the 
wall and get in line before he is pushed. 

Dealers in cars should develop the truck feature 
of their business. The truck is coming more and 
more rapidly to the front and its uses are steadily 
multiplying. There may not be quite so many 
“prospects” for trucks as for pleasure cars in any 
given community, but they are sufficiently numerous 
to be worth going after, and their sale will very 
handsomely supplement the declining deliveries of 
pleasure cars after the first of the coming calendar 
year. 
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The dealer in accessories should remember that 
car Owners are going to hold on to their old cars 
as long as possible while the war lasts. Keep this 
in mind when stocking up with automobile goods 
of all descriptions and buy the stuff the experienced 
car owner who drives his own car is likely to call 
for. 

The costly jim-cracks that appeal chiefly to the 
man who has just bought a new car will not be 
greatly in demand. Don’t load up on what will 
probably prove to be slow sellers. 


Movement to Repeal Bankruptcy Law 


Amer every two or three years somebody rises 

up in Congress and proposes to repeal the 
Torrey federal bankruptcy law. The movement has 
more lives than a’ tomcat and “killing” it only 
causes it to subside for the time being. 

During the past month talk of repeal has become 
current at the Capitol and the prediction is made 
that a measure striking the law from the statute 
books will be enacted before adjournment. Noses 
are said to have been counted in both House and 
Senate, and it is declared there is a safe majority 
for repeal. 

Whenever this movement is revived its promoters 
invariably have a peg of some sort to hang it on. 
This time it is said the country is so prosperous 
there is no longer any need of a federal bankruptcy 
law and that it only serves as a temptation to the 
unscrupulous merchant to defraud his creditors. 

Curiously enough, the advocates of repeal appear 
to be large jobbing interests. And thereby hangs 
a tale. 

Before the Torrey law was passed the bankruptcy 
legislation of the country was a fearful and won- 
derful crazy quilt of State laws, no two alike, and 
some of them so obscure and ambiguous as to re- 
quire several Philadelphia lawyers to construe 
them. In those “good old times” the small creditor 
who sold goods outside the State in which he was 
located kissed them good bye, and when he got a 
letter from his customer he was afraid to open it, 
not knowing whether it contained a check or the 
pleasing intelligence that the writer had just made 
an assignment to his wife or to some preferred 
creditor. 


Big Fellows Protected Themselves 


T? meet this situation the big manufacturers who 
who sold direct, and many of the leading job- 
bing houses, organized regular departments to look 
after their accounts, usually employing a lawyer in 
each State whose business it was to keep an eye on 
all bankruptcy proceedings with instructions to 
rush in at the first word of alarm and gobble up 


the assets of every delinquent debtor. A _ swell 
chance the small creditor had who couldn’t afford 
to employ forty or fifty lawyers to look after his 
business! 

Here, then, was the milk in the cocoanut. It ex- 
plained the opposition of certain manufacturers 
and jobbers to the enactment of law in the first 
instance and you don’t need to look any further for 
the origin of the present movement. 

It is true that once in a while an undeserving 
debtor obtains a discharge when he really ought to 
go to jail, but rotten assignments and crooked pref- 
erence are rare, indeed, today as compared with the 
days before the Torrey law was passed. And don’t 
forget that in those days not only many dishonest: 
deals were put over by debtors in their own interest 
but also many reputable creditors of limited means 
were cheated of every dollar of their claims. 

Today a bankrupt’s assets stand a good chance of 
being fairly distributed among the people he owes, 
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little fellows as well as big ones. That’s a big im- 
provement over the “good old times,” isn’t it? 

We are apt to think only of the fact that an 
occasional retail merchant without business ability, 
and sometimes none too honest, gets a discharge 
from his debts when he ought to be punished in 
some significant way. We ought to remember the 
conditions that existed before the passage of the 
Torrey law, when we had a half a hundred State 
bankruptcy statutes, and realize what reforms in 
commercial practice have been brought about un- 
der the federal enactment. 

Stick a pin in here. I predict the session will 
adjourn without action on the bankruptcy law. 


Employers Watching War Labor Board 


OME of the recent performances of the National 

War Labor Board are causing employers 
throughout the country a great deal of anxiety. 
This is especially true of manufacturers in the iron 
and steel industry, which in the past has been com- 
paratively free from union domination. 

Unless all signs fail—and the indications are so 
clear they can hardly be mistaken—before the wat 
is over practically every establishment in this in- 
dustry will have been unionized from top to bottom 
and that, too, as the result of the war emergency! 
This extraordinary situation is due to the genera! 
policy of the War Labor Board, the creation of 
which had for its chief object, according to official 
announcement, the holding of an even balance be- 
tween employers and employees, betwen capital and 
labor, for the duration of the war. 

The National War Labor Board was appointed 
as the result of a labor conference, participated in 
by representatives of both employers and employees, 
for the purpose of agreeing upon a so-called ‘‘decla- 
ration of principles,” the execution of which, under 
competent authority, would prevent either capital 
or labor from using the war emergency to secure 
any advantage. The importance of the movement 
was apparent to all and the desirability of a clear 
understanding was universally conceded. 


What the “Declaration of Principles” Meant 


UMMING up the “declaration of principles’ as 

briefly as possible, it contemplated the main- 
tenance of the status existing at the beginning of 
the war. There were to be no strikes and no lock- 
outs; union shops were to remain closed and open 
shops were to remain open. 

This seemed to be eminently fair, and when it was 
announced that the members of the labor ,confer- 
ence had been appointed a National War Labor 
Board, there was general satisfaction, as everybody 
assumed that, being familiar with the “declaration 
of principles,” they would be in the best possible 
position to interpret and enforce the agreement. 
While the radical pro-labor views of Frank Walsh, 
one of the joint chairmen, were well known, the 
conservative leanings of ex-President Taft, the 
other chairman, were counted upon to keep the 
balance fairly even. 

Reviewing the work of the board since its organi- 
zation, however, indicates that it has become little 
else than the organ of union labor and that its 
future activities may be relied upon only to extend 
labor organization and to boost wage scales to the 
extreme limit. In every controversy of importance 
that has been referred to the board, it has decided 
in favor of the workers and in notable instances 
it has gone outside the record and beyond the claims 
of labor to saddle upon the employers heavy bur- 
dens in the shape of wage increases that will not 
only serve greatly to augment costs of production 
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but to upset local economic conditions and produce 
widespread demoralization. 


A One-Sided Arrangement 


weet important of all, it has construed the 
“declaration of principles” to mean that, while 
employers must not attempt to break up the union 
shops, there is nothing to prevent labor from com- 
pletely unionizing all open shops. In addition, the 
strictly non-union shop no longer has any status, 
for the labor leaders are held to be perfectly free 
to unionize it whenever they choose to do so. 

To call such an agreement a “maintenance of the 
status existing at the beginning of the war” is a 
ghastly joke, and the joke is altogether on the em- 
ployers. It can have but one result and that is an 
enormous accession to the ranks of union labor, for 
the influence of a great national organization like 
the War Labor Board, operating under the wing of 
the federal government, will be far-reaching and 
potent beyond any estimate that can be made today. 

As illustrating the methods of the National War 
Labor Board a few instances may be cited of its 
recent decrees. They are illuminating and appear 
to be based on the broadest and most comprehensive 
of policies, all in the interest of labor. 

Not long ago certain controversies in the town 
of Waynesboro, Pa., were referred to the board for 
settlement. Men engaged in unskilled common labor 
were receiving 23 cents per hour and demanded 30 
cents. Skilled workers asked for proportionate in- 
creases. 

Gave Unskilled Workers More Than They Asked 


HE board gave the skilled workers what they 

asked and then proceeded to boost the wages 
of the common laborers to 40 cents, or 10 cents per 
hour more than they had demanded. The employers 
—half a dozen manufacturing concerns having con- 
tracts, chiefly with the government—seeing their 
small profits disappear over night, filed an appeal 
from the board’s ruling on the ground that it was 
“absolutely impracticable,” but the board refused 
to entertain the appeal “until the employers should 
put the decree into force!” 

The low wages prevailing in Waynesboro for un- 
skilled labor were based on a cost of living much 
below that of the big cities in Pennsylvania, a fact 
that appears to have been wholly ignored by the 
board, which gave common labor there a rate as 
high as any it has decreed in the largest manufac- 
turing centers of the country. Of course, all other 
manufacturers in Waynesboro will be obliged to 
raise the wages of their unskilled workers to the 
same level in order to hold them and, of course, this 
will greatly increase the cost of living in the town 
and its vicinity, thereby inflicting great hardship 
upon all who are not the beneficiaries of the board’s 
action. 

The ruling of the board in the Waynesboro case 
was understood to be based upon its intention to 
adopt a “standard minimum living wage” for both 
skilled and unskilled labor, but after several futile 
conferences the announcement was made that the 
attempt to fix a standard minimum wage had been 
abandoned. Of course, this determination has not 
relieved the situation in Waynesboro. 


The Bethlehem Steel Company’s Case 


(>= of the most amazing decisions of the board 
was recently made in the case of a few em- 
ployees at. the plant of the. Bethlehem Steel Com- 
pany at South Bethlehem, Pa. The strikers con- 
stituted. so small a proportion of the company’s 
force that the managers of the plant declared that, 
practically, no strike was in progress and declined 
to submit the controversy to the board. 
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The board, nevertheless, took jurisdiction of the 
dispute and handed down a ruling holding against 
the company on every count and not only applied 
its decision to some 26,000 workers, the great ma- 
jority of whom were not on strike at all, but abol- 
ished the company’s bonus system of rewarding 
special industry and faithfulness. Incidentally the 
board appointed a special agent to reside at the 
South Bethlehem works and see to it that all the 
terms of the award are enforced. 

While the Bethlehem case was pending, a “busi- 
ness agent” of one of the unions telegraphed the 
board that the union could not lease a hall in South 
Bethlehem in which to hold a meeting of protest and 
demanded that the Attorney. General of the United 
States interfere at once to secure the desired hall, 
threatening “bloodshed” if this were not done at 
once. Instead of bringing this outrageous threat to 
the attention of the proper authorities, the secretary 
of the War Labor Board at once appealed to the 
Attorney General to assist the local union in obtain- 
ing the hall, declaring that it was one of the most 
conservative and law-abiding labor organizations in 
the country! 

Is it any wonder the employers are fast losing 
confidence in the impartiality of the National War 
Labor Board? 


Coming Conventions 


MOUNTAIN STATES HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Denver, Colo., Jan. 21, 22, 
23, 1919. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 28, 29, 
30, 31, 1919. M. L. Corey, secretary, Argos. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, St. Joseph, Feb. 4, 5, 6, 
1919. F. X. Becherer, secretary, 5136 North Broad- 
way, St. Louis. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 5, 6, 7, 
1919. P. J. Jacobs, secretary, Stevens Point. 

IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, The Coliseum, Des Moines, 
Feb. 11, 12, 13, 14, 1919. A. R. Sale, secretary, 
Mason City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION AND EXHIBITION, 
‘Pittsburgh, Feb. 11, 12, 13 and 14, 1919. Sharon 
E. Jones, secretary, Fulton Bldg., Pittsburgh, Pa., 
after Sept. 1. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Kalamazoo, Feb. 11, 12, 
18, 14, 1919. Arthur J. Scott, secretary, Marine 
City. J. Charles Ross, manager of exhibits, Kala- 
mazoo. 

NorRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 12, 13, 14, 1919. Place to be 
decided on later. C. H. Barnes, secretary, Grand 
Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, Feb. 17, 18, 19, 20, 1919. Head- 
quarters, Hotel Sherman. Leon D. Nish, secretary, 
Elgin. , 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metro- 
politan Life Building, Minneapolis. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. 
James B. Carson, secretary, Dayton. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, Feb. 3, 4, 5, 6, 1919. Nathan Rol- 
erts, secretary, Lincoln. 








EDITORIAL COMMENT 








Canning the Deutschhund 


HERE is an advertising club in Cleve- 

b land; Ohio, that believes in taking a 

good healthy wallop at every piece of 

German propaganda that hoists its head to 
hiss or strike at Democracy. 

This Cleveland crowd is militant, mightily 
so. They have taken on the job of beating 
the everlasting life out of the never-ending 
lies that drip over the American public as 
regularly as Prussian propagandists in this 
country can manufacture them. 

These Cleveland Ad Club boys have 
bounced their war clubs off the beans of a 
hundred ridiculous tales already, and the old 
Donnibrook fairs of shillelah fame are by 
comparison becoming branded tame affairs. 

They have organized the Yellow Dog Club- 
bers Club and they have tied a mighty ef- 
fective can to the Deutschhund’s tail. 

Their propaganda spread from New York 
to the Pacific Coast in a single week. 

German propaganda exists and thrives to- 
day because of the innocent aid lent it by 
honest to goodness Americans like yourself. 

Some of us believed the Hun-made story 
that was recently started about a transport 
purported to have been sunk just outside 
New York harbor. We heard it and were 
fools enough to spread it as though our 
tongues were hung in the middle with a li- 
cense to wiggle at both ends. 

In its wake mothers and sisters of soldiers 
shuddered as they thought of their loved 
ones and fathers of fighting men roasted to a 
crisp the carelessness of our convoys. It was 
a lie and the Yellow Dog Clubbers Club are 
soaking it on the head. 

Then there was the wild story that a ship- 
load of nurses bound for France would sail 
through the danger zone without convoy, 
trusting the German’s honor for their safety. 
The mothers of those nurses were, of course, 
greatly worried and men folks raised merry 
and particular hades on the subject. 

German honor is self-branded with a skull 
and crossbones and the Yellow Dog Clubbers 
Club know it and are swinging on it. 

Then there have been stories of Graft— 
cleverly worded carefully launched stories 
without a word in them against the United 
States Government, yet the kind of stories 
that would make you believe that your Lib- 
erty Bond money and your War Savings 
Stamp money was furnishing a huge kitty 
from which crooked hands were grabbing 
enormous amounts. Such stories were fabri- 


cated to cut down our purchase of Govern- 
ment securities. The Yellow Dog Clubbers 
Club are batting the everlasting life out of 
them. 

These German Propaganda artists are 
surely blessed or cursed with oveactive imag- 
inations. Their lie mill is working overtime 
and to merely ignore their assaults won’t do 
much for Democracy. They need more vigor- 
ous treatment. They need to be knocked 
down and then jumped on. Sheer rumor, 
Hun lighted, is being fanned to a blaze and 
occasionally they put one over that sweeps 
this country like a prairie fire. 

We are all interested in putting the wet 
blanket on these insidious bits which hamper 
the Red Cross, weaken our civilian morale, 
cut the sale of our securities and worse still 
brand us a nation of suckers. 

The way to stop it is to enlist as a member 
of the Yellow Dog Clubbers’ Club. The pur- 
pose of this organization is the absolute star- 
vation of German propaganda for the lack of 
food to feed upon—for lack of tongues to 
pass the tale along. 

In the future when you hear some fellow 
spilling a Hun-built-tale land on him like a 
ton of dynamite. Demand the authority for 
his story—ask him how he knows. You will 
find that he never really knows. 

Then tell him the story of the Yellow Dog 
Clubbers Club and pledge his support. Make 
yourself and all your acquaintances and 
friends a formidable club for lashing the 
tongue of enemy propaganda. 

It is your business to counteract and de- 
stroy the vicious poison of propaganda that 
dares not trust itself to public print. 

It is your business to make more Ameri- 
cans realize the grave danger of train and 
street corner gossip in war times. 

It is your business to break the eggs before 
hun-hatched propaganda begins to scratch 
for life on a soil dedicated to the freedom, 
equality and opportunity for mankind. 

If you want literature to help you in tieing 
the Can to the Yellow Dog write the Cleve- 
land Ad Club, Cleveland, Ohio. They will 
fix you out with a card of membership—a 
button and the material from which you can 
make a war club with which to soak the whis- 
pered Propaganda of the Central Powers. 
Join the Yellow Dog Clubbers Club. 

Meantime letters continue to pour in en- 
dorsing the July 8th editorial on “Mr. 
Buyer, It’s Up to You.” Here are a few 
examples: 


(Continued on page 79) 
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Trade Conditions and Iron, 


Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Aug. 19, 1918. 


HE advent of cooler weather, following a spell of 

marked sultriness, had a cheering effect on busi- 
ness within the last few days, and most distributors 
were inclined to take a more optimistic view of the pre- 
vailing situation. Business continues good, and all re- 
ports indicate that retailers are looking for brisk fall 
trade. Collections are keeping up well. 

However, there are certain things on the horizon 
which are tending to keep large organizations in a state 
of mind whereby they may be in a position to cope with 
changed conditions that may arise, especially in regard 
to the forthcoming new Liberty Loan and the proposed 
changes in the draft law, under which men from the 
ages of 18 to 45 will be included. Needless to say, when 
the new draft begins to work, decided changes may take 
place in the personnel of many organizations, and ad- 
justments will have to be made in consideration of de- 
creased man power. The prospect of a new loan cam- 
paign beginning early in the fall, is also having its 
effect, exhibited chiefly in a tendency to hold available 
supplies of money until it is seen what demands must 
be met. 

The terms on which business has been done in the 
past are undergoing progressive changes. For example, 
some manufacturers show a tendency to make their 
specifications read f.o.b. mill instead of New York. 
There is also a tendency in some quarters to make the 
customary discount read 1 per cent instead of 2 per 
cent. 

Freight conditions are a little better. The improve- 
ment is not marked, but it is sufficient to cause business 
to hope that it may continue. Something out of the 
ordinary in this territory was witnessed this week in 
the shape of barges bringing carloads of goods to one 
important house from the direction of Buffalo. 

The difficulty in obtaining material shows no change 
for the better. Manufacturing conditions are growing 
more complicated every day. Prices during the past 
week have not shown any decided change, although 
there have been small advances here and there. 

There was a strong rumor in circulation locally this 
week to the effect that shovel makers have agreed to 
eliminate all polish and hereafter will make only the 
black and half polish. 

The more important houses are still marking time, 
so to speak, until the vacation period is over. Execu- 
tives will be absent from their posts one after another 
for the next week or two yet, and their return will be 
awaited before the fall season is really begun. 

LINSEED O1L.—There has been no change in the 
stringency which has prevailed in the linseed oil market 
for the last two months. The Government has not ex- 
hibited any disposition to lighten its embargo, and the 
product remains scarce. Leading distributers are turn- 
ing down all orders that originate outside of their 
regular and legitimate trade. The outlook for the 
future is hazy. Demand remains strong, but supply 
continues weak. Quotations range from $1.85 to $1.90. 

Linseed oil. raw. city brands, in 5 or more barrels, is $1.85 
per gal.; in less than 5-barrel lots, $1.86 per gal. 


CHIC 


Office of HARDWARE AGE, 
Chicago, Aug. 14, 1918. 


HE correct interpretation of the rules and regula- 

tions governing priority policies and regulations in 
regard to the distribution of steel and steel products 
is just now the most vital factor in the hardware 
trade. Jobbers are deluged with letters from retailers 
asking the best policy for them to pursue in obtaining 
merchandise. The following memorandum by Andrew 
Wheeler, Chief of Bureau of Warehouse Distribution, 
may aid in clearing up the situation: 

“Several questions having been submitted to me by 
several of the Secretaries of the Associations, I will 
endeavor to answer them and give you herewith my 
best judgment in regard to same. 

“The first question deals with manufacturers de- 
manding of the jobbers in placing orders with them 
to furnish a priority certificate or Government order 


RorpeE.—The demand for rope is maintained in heavy 
volume. Inquiries are unlimited and the calls are in 
ever larger amounts. Government business continues 
strong. There have been no changes in prices during 
the past week, but there has been a change in the differ- 
ential, making the base sizes % in. diameter hereafter. 

Respecting the increases in differentials, the Whit- 
lock Cordage Co., New York, has sent out the follow- 
ing notice as effective from Aug. 15: ~ 

The differentials on all grades of Manila and sisal 
rope have been increased 1c. per lb. and the basis size 
has been changed from % in. diameter (2 in. circum- 
ference) to % in. diameter (2% in. circumference). 

Following is the new schedule applying on regular 
3-strand rope: 

Differential 
21%4c. above basis 
6 thread 2c. - - 


Diam. Circumference “Threads” 
” 


3/16” \, 6 thd. fine 
1” a7 

4 
5/16” 


a 
7/16” 
Le 
9/16” 
54” . Vc. 
y” ” and larger sizes, basis price 

All 4-strand rope (as formerly) le. extra, 
except kolt rope and transmission rope. 

Bolt rope, transmission rope, drilling cables 
lariat rope, special prices. 


WINnpow GLass.—So far as the jobbing trade is con- 
cerned, there is no building at all, about all the pur- 
chasing being done by the Government. The head of 
a leading house said on Monday of this week that they 
had not received a solitary order by mail that day. 
Manufacturers and jobbers have held meetings relative 
to the resumption of work and regarding prices, but so 
far nothing definite has resulted. There is an expecta- 
tion in a tentative way that glass makers may resume 
on Dec. 8, but this is not certain. If business is no 
better later on than it has been for some time, not much 
glass will be needed. The American Window Glass Co., 
which represented approximately one-half of the ma- 
chine made glass of the country, has contracted for and 
booked so much business that it will not entertain a 
proposition of any kind. 

Single thick, A and B, all sizes, 77c.: double strength, A, 
all sizes, 79¢c; double strength, B, all sizes, 81c; AA, 70 to 
(es & 

WIRE NAILS.—Conditions as 
main bad. Close search fails to reveal any but small 
lots. Jobbers’ stocks, according to present indications, 
are likely to be entirely cleaned out by Jan. 1. 

Wire nails, in store. are 
$4.85 base per keg. 


per lb. 


and 


regards wire nails re- 


$4.75, and carted by the jobber, 


CuT NaILs.—Stocks are worse shot to pieces than 
ever, and distributors are inclined to throw up their 
hands when the subject is even mentioned. There is no 
promise of any immediate improvement, and customers 
content themselves with what they can pick up. 

Cut nails, in store, are $6, and delivered by the wholesaler 
in carting limits, $6.10 base per keg. 


AGO 


number, and also a daily, weekly or monthly report 
of material in their line shipped from jobbers’ stocks 
on Government orders or for other essential purposes. 
In answer to this, would state that manufacturers are. 
not justified in making such demands on jobbers. The 
jobber having once filed his pledge with this office, 
should not be asked to do so again. He may simply 
notify his manufacturers that he has deposited this 
pledge. One notification to this effect is sufficient. No 
report of sales need be made by the jobber to the’ 
manufacturer. The only report that he shall make is 
the monthlv report, which is to be sent to this office on 
the 5th of fw 3 month on forms prepared by us. 
“Question No. 2, asking whether mills are justified 
in refusing to accept orders for less than five tons of 
a size of bars: This is something that is not directly 
in the line of this office. If the mills, due to their 
rolling conditions, are not able to change rolls or to 
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make quantities of less than five tons, we have no 
power of forcing them to do so, and would suggest 
that jobbers accumulate their orders as far as pos- 
sible so as to make the items desirable from a rolling 
mill standpoint. 

“Question No. 3, asking whether manufacturers or 
installers of lighting and water systems in country 
residences, cattie barns and stock yards be classified 
as an essential: Would say that repairs to systems, 
even in residences, should be considered essential, and 
material furnished for cattle barns and stock yards can 
easily be classified under the heading of food. Material 
for supplying water, sewerage and fire service would 
properly be classed under public utilities. 

“Question No. 4, asking whether it is obligatory for 
jobbers to require the loyalty pledge from all cus- 
tomers: This is only essential in the case of cus- 
tomers who are also retailers and likely to sell the 
material again. In this case it is necessary, so that 
the ultimate use of the material may be thoroughly 
ascertained. Any customer or manufacturer who is 
engaged in essential operations is not required to sign 
any pledge. 

“Question No. 5, asking whether jobbers should de- 
cline to sell plumbers and steam fitters materials which 
are to be used in new buildings unless such new build- 
ings are an essential part of the war program: My 
answer would be that the jobber must use his judg- 
ment largely in matters of this kind, and while there 
is a disposition to conserve steel of all kinds as much 
as possible, there would be no objection to selling pipe 
for this purpose if the jobber thought the work was 
at all of an important nature. 

“Question No. 6: The various industries which you 
mention, covering moving pictures, soft drink and candy 
manufacturers, are absolutely non-essential industries. 
Automobile garages and bicycle repair shops I think 
should be taken care of as far as ordinary repairs are 
concerned, but no new ones erected. Brick manufac- 
turers should be considered essential in so far as they 
furnish supplies for. works of national importance. 

“Question No. 7, as to the rating the jobber is en- 
titled to after filing his loyalty pledge: The answer 
would be that his replace orders are automatically 
placed under rating B-4. 

“Question No. 8, asking whether jobbers are still 
to request priorities on shipments, either from stock or 
direct to their customers: The Priorities Committee 
will no longer grant priorities to jobbers, and their 
only method of replacing their stock is to follow the 
rules which are laid down in the War Industries Board 
circular of July 3rd, namely, to sign the pledge and 
keep the monthly report of sales, replacing same the 
following month with a tonnage equivalent to the 
amount of sales of the preceding month. 

“Question No. 9: What line of steel products should 
beincluded in the miscellaneous column of the report? 
In reply to this, would suggest that items like cold 
rolled strips, rivets, structural and boiler, machine 
bolts, track bolts and railroad spikes, might be in- 
cluded under this head, as they constitute quite a 
heavy tonnage. Shelf hardware and manufactured 
hardware in general should not be reported, also ar- 
ticles composed of steel, such as shovels, etc. 

“Question No. 10, in regard to exports, as to whether 
this tonnage can be replaced: Would say the disposi- 
tion of this office is to rule against*the replacement of 
export tonnage. If an export license can be secured, 
it is understood that the License Board have carefully 
considered the situation and that the jobber or manu- 
facturer is therefore entitled to make the shipment, 
but having gone out of the country, it reduces the stock 
of available steel which might have gone into more 
essential purposes, and should, therefore, not be in- 
cluded under the replacement order. In other words, 
the jobber is not to report export tonnage in his monthly 
report. 

“In regard to nails, there is no priority on these 
at present, and they are not on the conservation list. 
They may be shipped freely to jobbers in accordance 
with the mill’s ability to do so without interfering 
with more important Government orders. 

“Question: Should jobbers accept loyalty pledges of 
so-called syndicate buyers? The answer would be no; 
in all cases he should exact the pledge from the ulti- 
mate consignee. Yours truly 

“J. LEONARD REPLOGLE, 

“Director of Steel Supply. 

“Per ANDREW WHEELER, 
“Chief of Bureau of Warehouse Distribution.” 


Retail trade, while being greatly influenced by the 
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high temperature prevailing during the last week, has, 
however, showed a substantial improvement. 


While the money situation is close, it has had no 
adverse effect on business. Collections are good, show- 
ing a substantial increase over the same week a year 
ago. 


BaBBITT METAL —Jobbers’ stocks are badly broken 
and all orders are taken subject to stock on hand. The 
demand continues very heavy. Deliveries from the 
manufacturers are very slow and prices remain firm 
and are the same as last reported. 

We quote from jobbers’ stocks. 
babbitt metal, 13144¢. per Ib.; 
brand, 19c. per Ib. ; 


f.o.b. Chicago: Standard 
Cruso brand, l6e. per Ib.: Tony 
Revenoc or Magnolia brands, 22c. per Ib 


BUTCHER KNIvES.—There continues to be a very seri- 
ous shortage, and jobbers’ stocks are very low. The 
demand continues very heavy. The American manu- 
facturer is now supplying practically the entire re- 
quirements of this country, as very few butcher knives 
are being imported. While there has been no change 
in price this last week, owing to the shortage of steel 
and skilled mechanics, another advance in price is 
looked for. 

We quote from jobbers’ stocks, f.o.b. Chicago: Butcher 
knives with coco-bolo handles, 6-in. blade, $5.25 per doz.; 
j-in. blade, $6 per doz.; 8-in. blade, $7 per doz.; with ebony 
handle. 6-in. blade, $5.75 per doz.; 7-in. blade, $7.50 per doz. : 
8-in. blade, $9.25 per doz.; 10-in. blade, $12.75 per doz. ; 
12-in. blade, $16.75 per doz.; 14-in. blade, $20.75 per doz. ; 
beechwood handle, fastened with 3 saw-screw brass rivets, 
§-in. blade, $4.50 per doz.; 6144-in. blade, $4.75 per doz.; 7-in. 
blade, $5.25 per doz.; 8-in. blade, $6.25 per doz.; 9-in. blade, 
$8.25 per doz.; 10-in. blade, $10 per doz.; 12-in. blade, 
$13.50 per doz.; 14-in. blade, $17 per doz. 


BUILDING PAPER.—Retail sales on building paper for 
the last week has been reported very slow. Both man- 
ufacturers and jobbers have ample stocks on hand to 
meet all demands. Prices are the same as last re- 
ported. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
sheathing paper, 20-lb. rolls, 60c. per roll; 25-Ib 
per roll; 30-lb. rolls, 90c. per roll. 


Red rosin 
rolls, 75c. 


_ ALARM CLOcKsS.—Sales on alarm clocks both by the 
jobber and retailer are reported above normal. Job- 
bers are unable to keep a full stock on hand. Man- 
ufacturers still continue to be from four to five months 
behind with their orders. Prices remain firm and are 
same as last reported. 

We quote from jobbers’ stocks, f.0.b. Chicago: The Ameri- 
can alarm clock, in less than dozen lots, $10.04 per doz.; in 
dozen lots, $9.67 per doz.; in case lots of 4 doz., $9.43 per 
doz.; Lookout alarm clocks, less than dozen lots, $12.61 per 
doz. ; dozen lots, $12.24 per doz.; case lots of 2 dozen, $11.88 
per doz.; Tattoo alarm clocks, dozen lots, $21.82 per doz.: 
ease lots of 50, $21.21 per doz.; The Slumber Stopper, radium 
dial, dozen lots, $27.28 per doz.; Big Ben and Baby Ben 
alarm clocks, $2 each. 

HAND TOILET CLIPPERS.—Owing to the shortage of 
labor and raw material, manufacturers of hand toilet 
clippers report that they are unable to meet the de- 
mands. The result is that the jobbeys’ stocks are very 
low and dealers will find it very difficult to secure 
enough clippers to meet their requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago: Yankee 
Clippers, $1.55 each; Success Clippers, $1.55 each; Triumph 
Clippers, $1.95 each; Khedive Clippers, $1.45 each. 

EAVES TROUGH AND GUTTER PipeE.—The shortage of 
eaves trough and gutter pipe continues and jobbers 
have very small quantities of this product on hand. 
Manufacturers, owing to the shortage of sheets, are 
unable to meet the requirements. Prices are the same 
as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
lap joint eaves, trough, 5-in.. $6 per 100 ft.; 
ductor pipe, 3-in., $6.30 per 100 ft. 


29-gage, 
29-gage con- 


FILES.—The vast amount of work going on in the 
machine shops for the Government has made heavy 
demands on the jobber for files. While the retail sales 
to mechanics over the counter are not up to normal, 
the bulk of the sales are confined to industrial and 
farming districts. Prices remain firm. 

We quote from jobbers’ stocks, f.0.b. Chicago, the follow- 
ing discounts from standard lists: Nicholson files, 50-214 ; 
New American, 60; Disston, 50-5; Black Diamond, 50. , 

GARDEN TooLs.—Reports from salesmen received dur- 
ing the last week indicate that the retailer is antici- 
pating his wants for next season and very satisfac- 
tery orders are being placed for future deliveries. 
While the jobbers expect to be able to fill all orders 
taken at this time, they, however, are accepting them 
subject to deliveries from the manufacturer. The man- 
ufacturers are going to find it very difficult to secure 
enough steel and wood handles to meet the demands. 


We quote from jobbers’ stocks f.o.b. Chicago: 
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Spades.—In half doz. lots, D handle, No. 2, size of blade, 
7% x 12, $12.25 per doz. ; long handle, $10.75 per doz. ; Green- 
leaf’s D handle, No. 2, $13.75 per doz. ; Greenleaf’s long spade, 
No. 2, $13.75 per doz.; spading forks, D handle, 4 tine, No. 
043, $10.25 per doz. 


Surface Edge Cutters.—* x 5, $7.75 per doz.; edge trimmers, 
$8.40 per doz, 


Garden Trowels.—One-piece steel, 90c. per doz.; polished 
steel with riveted shank, 6-in., 95c. per doz.; 7-in., $1.05 per 
doz.; 8-in., $1.15 per doz.; solid socket tempered steel, 6-in., 
$6.20 per doz. 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12-in., $8 per doz.; 14-in., $8.75 per doz.; 16-in., $9.50 
per doz, Malleable iron rakes with curved teeth, 10-in., $3.90 
per doz.; 12-in., $4.40 per doz.; 14-in., $4.60 per doz.; 16-in., 
$5.00 per doz.; malleable wrench with straight steel teeth, 
12%-in., $5.20 per doz.; 1414-in., $5.50 per doz.; 16%4-in., 
$5.85 per doz. ; wire tooth long rakes, 24-tooth, $5.50 per doz. ; 
28-tooth, $7.00 per doz.; Ole Olsen lawn rakes, bent head 
or straight head, 26-tooth, $5.60 per doz.; wooden hay rakes, 
20-tooth, $4 per doz,; 10-tooth, $3 per doz.; Gem Dandelion 
rake for everything but leaves, 16-in., $17.50 per doz.; 24-in., 
$22 per doz. 

Garden Hoes.—High grade razor steel welded to a soft 
steel back, all sizes, $8.75 per doz.; solid socket, cast steel 
with polished blades, 6 to 8 in., No. 12, $7.50 per doz.; No. 138, 
$7 per doz.; blued finish hoes, 74%4-in. blades, 4%4-ft. handle, 
riveted shank, $3.15 per doz.; 7%4-in. blade, 4 1-3-ft. handle, 
socket shank, $3.85 per doz. 


GLASS, PUTTY AND GLAZIERS’ PoINTS.—Sales on glass, 
putty and glaziers’ points are confined mostly to re- 
pair work. Dealers and jobbers have ample stocks 
on hand to meet all requirements. The sales, however, 
are below normal, owing to the falling off of the 
building industry. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets up to 50-in., 80 per cent off; 
above the third bracket, 79 per cent off; single strength B, 
first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-Ib. kits, $3.85; glaziers’ points, No. 1, large 
No. 2 medium and No. 3 small, 1 doz. in a package, 60c. 


GUNS AND AMMUNITION.—There have been no new 
prices announced on guns and ammunition during the 
last week. However, jobbers are accepting orders only 
subject to stock on hand. Sales are reported, both 
by the jobber and retailer, as being very good. Job- 
bers’ stocks are very low and deliveries from the manu- 
facturers are very slow and uncertain. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel shotguns, 12-gage, 30 or 82-in. barrels, with plain 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage 
double barrel guns, with hammer, $14.50 each; hammerleéss, 
$17.50 each. 

No. 22 short semi-smokeless, $5 per thousand; No. 32 short, 
rim fire, semi-smokeless, $11.75 per thousand; No. 22 long, 
semi-smokeless, $6 per thousand; No. 32 long, semi-smokeless, 
rim fire, $13.50 per thousand ; 26-6 per cent discount. Prices 


° 


on shells are as follows: Peters’ Target, smokeless, 3 drams 
powder, 1% oz, shot, 1 to 10, $48 per thousand; Peters’ 
Referee, semi-smokeless, 3 drams powder, 7-oz. shot, 1 to 10, 
$37 per thousand. Discount 20-4-% per cent. 

GALVANIZED WARE.—Prices on galvanized ware took 
an advance about 25 per cent this last week. Jobbers, 
however, even at these prices, are unable to supply the 
demands. Manufacturers of tubs and pails have large 
Government contracts to fill and the supply for do- 
mestic purposes will be very limited. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $12.35 per doz.; No. 1, $15.20 per doz. ; 
No. 2, $17.10 per doz.; No. 8, $20 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $22.30 per doz.; No. 200s, 
‘ 20 per doz.; No. 300s, $28 per doz.; common galvanized 

ails, 8-qt., $4.70 per doz. ; 10-qt., $5.30 per doz. ; 12-qt., $5.85 
er doz.; 14-qt., $9.15 per doz.; 16-qt., $10 per doz.; 18-qt., 

11.60 per doz.; 20-qt., $15.20 per doz. 


LACE LEATHER.—The farmer has come into the mar- 
ket for large quantities of lace leather during the 
harvest season, also there is an unusally heavy de- 
mand from the manufacturing districts. Jobbers have 
fair stocks on hand and all orders are being filled 
promptly. Prices remain unchanged. 

We quote from jobbers’ stock, f.o.b. Chicago: Rawhide 
lace leather, %-in., $1.65 per 100 ft. 

Nuts, Botts AND LaG Screws.—The unusually heavy 
demand for nuts, bolts and lag screws during the last 
week has practically cleaned out the jobbers’ stocks. 
They have notified their salesmen to accept orders 
only subject to stock on hand, there being several 
numbers which they will be unable to supply. Deliv- 
eries from the mills are very slow and prices remain 
firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 40 per cent discount; larger sizes 30 
per cent discount; carriage bolts up to % x 6 in., 30-5 per 
cent discount; larger sizes, 20-24% per cent discount; hot 
pressed nuts, square, $1.05 off, and hexagon, 85c. off per 
100 lb. Lag screws 40-10-2% per cent discount. 

NaiLs.—Very few nails have been shipped into the 
Chicago market during the last week and jobbers have 
very few nails on hand, and those which they have 
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are mostly odd sizes. There is still a limit of one 
keg of a size to a customer. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $4.50 per keg, base; cement coated nails, $4,409 
per keg, base; steel cut nails, $5 per keg, base. Jobbers 
have no iron cut nails. All nail shipments limited. 


RAZORS AND RAZOR BLADEs.—The shortage on razors 
and razor blades still continues and jobbers are re- 
ducing the quantity to be shipped to the dealers to 
the minimum, endeavoring to conserve the small stocks 
which they have on hand. The demand, however, con- 
tinues very heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hollow 
ground, open blade razors, square point, flat rubber handles, 
$17.25 per doz.; three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz. 

Safety Razors.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 per 
doz. ; Gem, in one-doz. lots, $8.40 per doz; 3-doz. lots, $8 per 
doz.; Ever-Ready, in one-doz. lots, $8.40 per doz.; three-cdoz. 
lots, $8 per doz. 


Blades.— We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem, in 1-doz. sets, 7 blades to a set, $4.20 per doz. sets; 
Kver-Ready, 1 card containing 1 gross blades, % doz. tu a 
package, 24 packages to the card, $6.72; Gillette, in 1-doz. 
packages, 6 blades to the package, $4.50; GiHette, in 1-doz. 
packages, 12 blades to a package, $9. Auto-Strop, No. 0101s, 
in dozen packages, 6 blades to a package, $4.50; Auto-Strop, 
No. 610, in dozen packages, 12 blades to a package, $9 

Rope.—Sales on rope are around normal for this 
season of the year. The mid-summer season is sort 
of an off season for rope, but sales are very satisfac- 
tory. Jobbers and manufacturers have fair stocks on 
hand and are filling all orders promptly. 

_ We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 manila rope, 3314%c. per lb., base; No. 2 manila rope, 
324,c. per Ib., base; No. 3 manila rope, 284c. per Ib., base; 
sisal rope, No. 1, 23'%c. per lb.; No. 2, 20%c. per Ib. 

SAND PaPER.—Very satisfactory sales on sand paper 
are reported this last week. The demand is especially 
heavy from the farming and indastrial centers. There 
has been no change in price reported. 

_We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream 

ScrEws.—Stocks of screws continue to be very low 
and jobbers report “out of stock” on several of the 
leading numbers. There is a shortage of the necessary 
steel wire from which these screws are manufactured. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 70-10-10; round head blued, 65-10-10; flat 
head brass, 424%-10-5; round head brass, 40-10-5. 


SoLDER.—The situation as to solder remains the same 
as last reported. All orders are taken subject to stock 
on hand and market price ruling the day the order is 
placed. 


From jobbers’ stocks, f.0.b. Chicago: Warranted half and 
half solder, 65c. per Ib.; No. 1 plumbers’, 63%4c. per Ib. 


STEEL SHEETS.—Jobbers’ stocks are entirely cleaned 
out and can give no assurance to the trade as to 
when they will be able to fill orders. This also applies 
to the galvanized as well as the blue annealed. All 
orders are taken subject to stock on hand and there 
has been no change in price. 


We quote from jobbers’ stocks, f.o0.b. Chicago: No. 28 black 
sheets, $6.45 per 100 lbs.; galvanized sheets, $7.70 per 100 Ib 


Saws—(Cross-cut and Wood).—All orders for saws 
are taken subject to stock on hand. Jobbers report 
that their stocks are very low and it is very hard to 
get replacements from the manufacturers. There will 
be a shortage for some time to come. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
2-man, hollow back, with champion tooth, E-8 
5, $1.75 each; No. 514, $1.93; No. 6, $2.10; No. 644, $2.28: 
2-man, crown pattern, common tooth, Disston, No. 4, $2.40 
each; No. 4%, $2.65; No. 5, $3; No. 5%, $3.30; Ni 
Disston’s 1-man, No. 23 pattern, No. 244, $1.88 each; No 
$2.25; No, 3%, $2.62; No. 4, $3; No. 4%, $3.38: No. 5, $3 

Buck Saws.—Best grade, $15.20 per doz.; medium, $12.40 
per doz.; cheap, $10.50 per doz. 


SASH CORD AND SASH WEIGHTS.—There has been no. 


change in the price of Sash Cord reported this last 
week, but Sash Weights took an advance of $2.50 per 
ton. While the demand for Sash Weights are not up 
to normal, there is very few of them being manufac- 
tured and the trade is finding it very difficult to secure 
enough to meet their demands. 


We quote from jobbers’ stocks, f.o.b. Chicago: Best grade 


Silver Lake sash cord, No. $19.50 per doz. Best grade 
Sampson sash cord, No. 7, $19.60 per doz.; Revenoc, No. 7, 
$13.10 per doz. 


Sash Weights.—From jobbers’ stocks, f.o.b. Chicago: In 
ton lots, $48.60 per ton; in smaller lots, $49.50 per ton 


STOvE PIPE AND STOVE Boarp.—Owing to the short- 
age of steel sheets, jobbers have withdrawn all prices 
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on stove pipe and elbows and will not accept orders. 
Dealers, however, who anticipated their wants earlier 
in _the season, will now receive a small allotment. 
Prices on stove board advanced about 10 per cent this 
last week. Jobbers’ stocks on these are very low. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square crys- 
tal stove boards, wood lined, 24 x 24, $11.60 per doz.; 26 x 26, 
$13.65 per doz.; 28 x 28, $16.00 per doz.; 30 x 30, $18.05 per 
doz.; 33 x 33, $21.70 per doz.; 36 x 36, $25.95 per doz.; 
square crystal stove boards, paper lined, 18 x 18, $6.20 per 
doz. ; 24 x 24, $7.50 per doz. ; 26 x 26, $8.30 per doz.; 28 x 28, 
$9.20 per doz.; 30 x 30, $10.90 per doz.; 32 x 32, $12.90 per 
doz.; 35 x 35, $16.15 per doz. 
discount in case lots. 

STEEL Traps.—A very satisfactory volume of busi- 
ness has been placed by the dealers for future deliv- 
eries gn steel traps. Jobbers have very few of these 
on hand, however, but expect to make deliveries on all 
future orders. 


Prices subject to 10 per cent 


We quote from jobbers’ stocks, f.o.b. Chicago: Victor traps, 
No. 0, $1.40 per doz.; No. 1, $1.65 per doz.; No. 144, $2.48 
per doz.; No. 2, $3.46 per doz.; No. 3, $4.61 per doz.; No. 4, 
$5.44 per doz.; No. 91, $2.32 per doz.; No. 9114, $3.29 per doz. 


Oneida Jump Traps.—No. 0, $1.91 per doz.; No. 1, $2.25 per 
doz.; No. 14%, $3.36 per doz.; No. 2, $4.94 per doz.; No. 3, 
$6.58 per doz.; No. 4, $7.75 per doz.; No. 12, $5.40 per doz. ; 
No. 13, $7.04 per doz.; No. 14, $8.21 per doz.; No. 91, $2.81 
per doz.; No. 91%, $3.99 per doz. 


Newhouse Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.; No. 1%, $5.44 per doz.; No. 2. $8.04 per doz.; No. 3, 
$10.78 per doz.; No. 4, $12.65 per doz. All prices include 
chains. 


69 


Tacks.—Sales on tacks are reported about normal 
for this time of the year. A large volume of busi- 
ness is reported from the manufacturing districts. Job- 
bers’ stocks are fair and prices remain the same as 
last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ stocks, 6 0z., 25-lb. boxes, 20c. per Ib.; bill posters’ tacks, 
6 0z., 25-lb. boxes, 19c. per Ib. 

WRAPPING PAPER.—Stocks on wrapping paper are 
below normal. Jobbers report a very satisfactory vol- 
ume of business. Prices remain the same as last re- 
ported. 

We quote from jobbers’ stocks. f.o.b. Chicago: Krafts’ No 
80 wrapping paper, 12c, per lb.; Express, $6.90 per 100 Ib 


WirE Propucts —Manufacturers of wire cloth and 
poultry netting have not made any prices for next 
season’s business, and will not take orders for future 
shipment. Jobbers will accept orders only subject to 
stock on hand for immediate shipment, invoice to date 
when shipment is made and at price ruling when order 
is taken. 

We quote from jobbers’ stocks, f.ob. Chicago: Poultry 
netting as follows: Galvanized before weaving, 50 per cent 
discount ; galvanized after weaving, 45 per cent discount from 
list. 

We quote from jobbers’ prices, f.o.b. Chicago: » 12-mesh, 
black wire cloth, $2.25 per 100 sq. ft., base. This price of 
$2.25 is for sizes between 24-in. and 48-in. The 18-in., 20-in 
and 22-in. took an advance of 10c. per hundred. 


PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, Aug. 20, 1918. 


HE principal event in the heavy steel trade in the 
past week was the announcement from Washing- 
ton, D. C., that the Government had decided to allow 
the agricultural implement manufacturers a reduction 
of $5 per gross ton on soft-steel bars for the last six 
months of this year, starting from July 1. Owing to 
the fact that the implement makers are much the 
largest users of steel bars it has been for some years 
the custom of the leading steel bar makers to allow 
them a concession over the regular market prices, so 
that this action by the Government is simply following 
a precedent enforced for some years. It is said there 
was some politics in this reduction in prices, as there 
was no desire on the part of the Government to have 
the implement makers advance prices on their products, 
as they claim they would have to do if they were not 
allowed a concession in prices of steel bars. This makes 
the price of soft steel bars to the implement makers 
2.65¢,. while all other consumers will have to pay 2.90c. 
Pittsburgh, which has been the price for some months. 
The terrific heat of the last week or ten days cut 
down output of pig iron, semi-finished steel and finished 
steel products from 10 to 15 per cent, so that the pro- 
duction of these materials in August is bound to show 
quite a large falling off over July. An estimate puts 
the July output of steel ingots for the whole country 
at 3,531,600 gross tons, or at the rate of about 43,000,000 
gross tons per year. However, this July rate of output 
of steel ingots will not likely be kept up for the re- 
mainder of this year. In fact, the output for August 
will no doubt show a large falling off as compared 
with July, owing to the heat in the second half of last 
month. 

A very important meeting of the special committee 
of steel manufacturers, composed of presidents of 
fifteen or more of the largest steel companies in the 
country, is to be held in Washington, D. C., this week. 
The leading matter to be discussed is that of supplying 
the large quantities of steel in various forms wanted by 
our Allies. The getting of this steel, and its distribu- 
tion, comes directly under the War Industries Board, 
and the outcome of the meeting is awaited by the trade 
with a good deal of interest. Another recent important 
event was the decision of the War Industries Board 
that further sales of finished-steel products to the 
builders of passenger automobiles shall not be made for 
the remainder of this year. This action simply em- 
phasizes the fact that the channels for the supply of 
steel to concerns not making strictly war essentials are 
steadily getting narrower. There is still a decided 
shortage in the supply of pig iron and semi-finished 
steel, and this is reflected in a growing shortage in 
the supply of many lines of finished-steel products. 
For instance, sheet mills in July, all over the country, 
operated only to about 60 per cent of capacity, while the 
rate of operation for August will not be over 50 per 


cent, and it may be less. The fact is standing out 
more prominently all the time that the Government is 
going to take during the period of the war very close 
to 100 per cent of all the finished steel products that are 
being used in the manufacture of war essentials. 

Local hardware jobbers and retailers continue to 
report that in spite of the great handicaps under which 
they are doing business, notably shortage in supply 
of nearly all kinds of goods, delay in transportation 
of goods on the road, both incoming and outgoing, and 
shortage in labor, the volume of business is holding up 
remarkably well, and compares favorably with that 
of last year. The distribution of steel goods to jobbers 
has been simplified very much by the sending out of the 
Government of circular B-4, which explicitly states that 
goods are to go to jobbers only to replace depleted stocks 
by the filling of war arders, and in the quantity to 
represent the average receipts for one month during 
the first half of this year. The very favorable indica- 
tions for heavy crops and also for a good fruit season 
are expected to add a good deal of zest to the hardware 
trade in the fall. After farmers have sold their crops 
and fruit growers have disposed of theirs they will 
have plenty of money to buy farming machinery and 
garden tools, and for this reason @ good hardware 
business is looked for this fall. Many manufacturers 
of hardware goods are restandardizing their products, 
cutting out many odd sizes, this being done in accordance 
with Government wishes. Some lines of goods have been 
entirely cut off, and this will no doubt be of general 
benefit to the whole hardware trade. It will mean 
more simplicity in carrying stocks of goods and less 
invested capital. The hardware trade has given loyal 
support to the Government in every way it can during 
its great crisis, and can be absolutely depended upon 
to continue so long as needed. Prices on some lines 
of goods, notably oils and white lead, have been 
recently advanced. Bright wire goods are also up, also 
brass screw hooks, elbows and shoes, and several other 
smaller items. Jobbers and retailers report collections 
very satisfactory. 

BUILDERS’ HARDWARE.—The almost complete cessation 
of new building operations, except for Government and 
war essentials purposes, continues to cut down the 
demand for builders’ hardware. In the Pittsburgh dis- 
trict, about the only new building going on is that of 
leading steel companies, which are building houses for 
employees. The Carnegie Steel Co. at present has under 
erection nearly 800 houses for employees of its Duquesne 
and Clairton Steel Works, and the McClintic-Marshall 
Co. will likely build a large number of houses at Leets- 
dale, Pa., near Pittsburgh, where it is putting up a 
plant for fabricating steel ship plates, to have a capac- 
ity of 10,000 tons per month. Prices on builders’ hard- 
ware are firm in spite of the light demand. 

BUILDING PAPER.—For reasons noted above, under 
Builders’ Hardware, the new demand for building paper 
is light, and is not expected to improve very much dur- 
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ing the period of the war. The Government will not 
allow new building projects to be undertaken unless 
they are essential to the prosecution of the war. 
output of building paper is very limited but prices are 
reported firm. 


BoLts AND Nuts.—The abnormal heavy Government 
demand is taking fully 85 to 90 per cent of the output 
of nuts and bolts, and the need for this output is so 
urgent that one large maker reports that a large per- 
centage is being shipped by express instead of freight, 
the usual way. The Pittsburgh Screw & Bolt Co. is 
shipping 100 per cent of its output on Government 
direct and indirect orders. The distribution of nuts and 
bolts to consumers is now on a much better basis than 
some time ago, owing to efforts of a committee having 
this in charge, of which W. G. Costin, president of the 
Pittsburgh Screw & Bolt Co. is in charge. Discounts 
are very firm, and for third quarter are as follows: 

Machine bolts, h.p. nuts, % x 4 in.; smaller and shorter, 
olled threads, 50-10 off list; cut threads, 50-5 off list: larger 
and longer sizes, 40-10 off list. Machine bolts, ¢.p.c. and t. 
nuts, blank, 2.25c. per lb. off list; ¢.p.c. and t. square and 
longer, 35-5 off list. Carriage bolts, “4 x 6 in.; smaller and 
shorter, rolled threads, 50-5 off list; cut threads, 40-10-5 off 
list; larger and longer sizes, 40 off list; lag bolts, 50-10 off 
list: plow bolts, Nos. 1, 2, 3, 50 off list; hot pressed nuts, 
square blank, 2.50c, per lb. off list; hot pressed nuts hexa- 
gon blank, 2.30c. per Ib. off list; hot pressed nuts, square 
tapped, 2.30c. per Ib. off list; hot pressed nuts, hexagon 
tapped, 2.10c. per Ib. off list; c.p.c. and t. square and hexagon 
nuts, blank, 2.25e. per Ib. off list; ¢.p.c. and t. square and 
hexagon nuts, tapped, 2.00c. per Ib. off list. Semi-finished 
hexagon nuts, % in. and larger, 60-10-10 off list; 9/16 in. 
ind smaller, 70-5 off list; stove bolts. 70-10 off list; stove 
bolts, per cent extra for bulk; tire bolts, 50-10-5 per 
cent off list. The above discounts are from present lists now 
in effeet. All prices carry standard extras. 

Cut NaILs.—Owing to the scarcity in supply of wire 
nails many jobbers are selling cut nails instead, when 
they can be obtained. Owing to shortage in steel the 
output of cut nails is not more than 50 per cent of 
normal, and it may be further reduced as the Govern- 
ment needs for steel for war essentials continue to 
increase. The prices quoted below on cut nails are for 
carloads and larger lots, jobbers charging the usual ad- 
vances to the trade for small lots from store. 

We quote cut nails in carloads and larger lots at $4 base 
per keg, f.o.b. Pittsburgh, jobbers and retailers charging $4.50 
ind $4.75 per keg in small lots from store. 

IRON AND STEEL Bars.—The action of the Govern- 
ment in deciding to allow implement makers a conces- 
sion of $5 per ton in prices of steel bars shipped during 
the last half of this year was a good deal of a surprise 
to the manufacturers here, who did not look for any 
such action. However, this is simply following a custom 
that has been in force for a good many years. The 
Government is taking fully 90 per cent of the output 
of steel bars on direct and indirect orders. The new 
demand for iron bars is not so active, and some mills 
can accept new orders for shipment within about 60 
days from date of order. The prices quoted below are 
for carloads and larger lots, jobbers charging the usual 
advances for small lots from store. 

We quote steel bars rolled from old steel rails at 3c.; from 
steel billets, 2.90c., and refined iron bars, 3.50c., f.o.b. Pitts- 
burgh. 

SHEETS.—During July sheet mills operated only to 
about 60 per cent or less of capacity, due largely to the 
shortage in supply of sheet bars, while operations in 
August are not expected to be more than 50 per cent 
f normal, and may be less. Mills are well sold up 
wver the next four or five months on all grades of 
sheets, nearly all together on Government direct and 
indirect orders. Jobbers are having great trouble in 
getting sheets from the mills, and have to furnish 
either a priority order or pledge before the mill will 
ship to them. Stocks are very light, and there is not 
much chance of them getting larger while present con- 
ditions last. The prices quoted below on the different 
grades of sheets are in carload lots at mill, jobbers and 
retailers charging the usual advances for small lots. 
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Maximum prices on sheets in carloads and larger lots ire 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25c., No, 
28 Bessemer black, 5c., and No. 28 galvanized, 6.25c. rolled 
frome either Bessemer or open hearth stock, all f.o.b. mill, 
Pittsburgh, in carload and larger lots, actual freight to point 
of delivery added. Dealers will charge the usual advance 
for small lots from store. 

STOVES AND RANGES.—Manufacturers of coal fur- 
naces and coal heating stoves expect a very large fall 
trade, due to the fact that a shortage in supply of natu- 
ral gas is looked for this winter, and owners of houses 
and tenants desire to protect themselves against this 
by putting in either furnaces or stoves to heat their 
homes during the winter months. All the manufactur- 
ing plants are operating as close to 100 per cent of 
capacity as they possibly can in order to meet the 
Government demands for their products, and thus are 
consuming a very much larger quantity of gas than 
usual. Orders for oil stoves are also heavy, and jobbers 
and retailers are accumulating as large stocks as they 
possibly can. Prices on oil and coal heating stoves are 
25 per cent or more higher than at this time last year. 


TIN PLATE.—The output of tin plate continues enor- 
mously heavy, and for July was slightly over 3,110,000 
base boxes. However, output in August will not be 
as heavy as in July owing to the very hot weather that 
prevailed everywhere during the first half of this month. 
In this hot weather it is simply impossible for the men 
to turn out as large an output as when the weather is 
cool, as they cannot stand the intense heat, and are 
compelled to stop their work before it is finished. Tin 
plate mills are operating to fully 90 per cent of capacity. 
The output of terne plate is small, but its manufacture 
has not been stopped by the Government, as incorrectly 
reported. Black plate specialties, formerly rolled on 
tin plate mills, are now being rolled to a considerable 
extent by sheet mills, to enable the tin plate mills to 
produce more coke tin plate. 


We quote coke tin plates on contracts and in small lots at 
$7.75 per base box, f.o.b. mill, Pittsburgh, effective Nov 
prices on all sizes of terne plates are as follows: 
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Ib.—IC 18.00 per package 

19.60 per package 
Ee sds Dhak CSIR CROSSE OR Ere eens OF 20.60 per package 
Ib. 21.75 per package 
Ib.—IC 2 5 per package 
EI oo ons a 5b0s 0b o's ve Cones ¥ou be ce cb 5 aa arene 
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WIRE Propucts.—Local mills making wire and wire 
nails are running nearly entirely on Government direct 
and indirect orders, and now have enough on their 
books to take practically their entire output for re- 


mainder of this year. The average rate of operation 
among all the wire and wire nail mills is not over 60 
per cent, and it may be less, owing largely to the 
shortage in supply of steel. One large wire and wire 
nail concern reports it has been operating several months 
to only about 45 per cent of capacity. Jobbers’ stocks 
of nails and wire are very low, and under rulings of 
,the War Industries Board mills are allowed to ship 
to jobbers in any one month only the quantity of nails 
or wire shipped out by the jobber in the previous month, 
and for war essentials. There is practically no plain 
or bar wire to be had for remainder of this year for 
commercial purposes. Government prices in effect until 
Sept. 30, in carloads and larger lots, on which jobbers 
charge the usual advances for small lots from store, 
are as follows: 

Wire nails, $3.50 base per keg: galvanized, 1-in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1-in., $2.50. Bright 
basic wire, $3.35 per 100 Ib.: annealed fence wire, Nos. 6 to %. 
$3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base: these prices 
being subject to the usual advances for the smaller trade, all 
fo.b. Pittsburgh, freight added to point of delivery, terms 
60 days net, less 2 per cent off for cash in 10 days. Discounts 
on woven-wire fencing are 47 per cent off list for carload 
lots, 46 per cent for 1000-rod lots, and 45 per cent off for 
small lots, f. 0. b. Pittsburgh. 


BOSTON 


Office of HARDWARE AGE, 
Boston, Aug. 17, 1918. 
URING the past fortnight a majority of the Bos- 
ton shelf hardware jobbing houses have been 
operated by greatly reduced working forces. Salesmen 
and the major portion of office and shipping room help 
all have enjoyed vacations. Monday morning prac- 
tically everybody should be back on the job and ready 
for work. Monday and possibly part of Tuesday will 


be spent by salesmen in looking over goods in stock 
and in getting detailed instruction as to the fall busi- 
ness campaign. Wednesday should find most of the 
men out on the road, so the retail trade can expect to 
be called upon within the next few days. From all 
accounts the 1918 summer jobbing business was ex- 
cellent, being far above general expectations. Opinion 
is that the fall trade will be satisfactory. 

Jobbers admit, however, there is considerable uncer- 
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tainty because of the new draft calling up boys and 
men from 18 to 45 years old. It is felt the new draft 
is bound to have a far-reaching influence, not only on 
the hardware, but on all business. As the number of 
men thrown into the fighting increases, it will grow 
more and more difficult to secure goods to sell. As 
time goes on the manufacture of non-essentials will 
grow less and less, and the hardware jobber may be 
obliged to give more time and effort in securing staple 
goods. Possibly special men will be obliged to give 
their entire attention to the matter. Experience dur- 
ing the past six months has taught us that prices for 
hardware during the next six months are more likely 
to advance than to decline. The past week has wit- 
nessed a large number of revisions in prices and some 
withdrawals of price lists. Everything points to a 
good, strong shelf hardware market during the balance 
of 1918. It might be well for the retail dealer to bear 
these facts in mind and to anticipate requirements. 

According to the heavy hardware jobbers, it is con- 
tinually growing more and more difficult to do busi- 
ness. Everybody is demanding pledges that goods 
ordered will be used only on essential work. Even 
Government departments are giving pledges to jobbers. 
Manufacturers and mills are giving little attention to 
the requirements of the jobber, being fully occupied 
with the needs of the Government. Jobbers’ stocks 
gradually are working lower all the time, and it is no 
uncommon thing for a house to be out of this or that 
staple. As to prices, those quoted here are in accord 
with Government regulations. The profit of the job- 
ber is small, and on some lines houses are simply mak- 
ing a new dollar for an old one. 

Now that Director General Schwab has called a con- 
ference at Philadelphia of the Eastern shipbuilders, 
with a view to speeding up construction, it is certain 
that local heavy hardware houses will be called upon 
within the near future for many thousands of tons of 
material. There is considerable doubt, however, ot 
their being able to take care of such business. Unless 
all signs fail, the heavy hardware market during the 
next few months will rule very strong, and consumers 
securing merchandise should consider themselves for- 
tunate. 

The New England railroads are, whenever possible, 
consolidating freight houses. The heavy hardware 
dealers are inclined to look upon this move as a favor- 
able one for them. The possibility of goods becoming 
lost, however, appear greater. For instance, at Ware 
the Boston & Maine and the Boston & Albany freight 
houses will be consolidated. With new and inexperi- 
enced help, it will be a simple matter for a bundle of 
steel to be shipped from this point via the Boston & 
Maine, when it should have gone by the Albany. 


Shipyards continue to take large sized 
anvils in moderate lots, but the smaller sizes sell 
slowly. The Government recently ruled that the num- 
ber of sizes of anvils shall-be reduced. The sizes au- 
thorized are 100 lb., 125 lb., 150 lb., 175 lb., 200 Ib., 
250 lb. and 300 lb. In other words, anvils, instead of 
varying 5 lb. in weight, now will have to vary 25 lb. 
or more. The same rule applies to vises. 

We quote from jobbers’ stocks: 


Axes—Notwithstanding the general quietness of the 
hardware market, jobbers each day receive good orders 
for axes, but as stocks are badly broken, it is vir- 
tually impossible to complete an order. The recent 
suggestion of the New England Fuel Administrator 
to burn more wood has helped the market for axes 
wonderfully. 


We quote from jobbers’ stocks: Single 
1 doz.; double bit axes, $19 to $21 a doz. 


Standard makes, 22c. per Ib 


$15 to $17 


bit axes, 


BALANCES.—There has been an advance of about 10 
per cent in prices quoted for Pullman sash balances. 


BARBED WIRE.—The recent advance in barbed wire 
prices is strongly maintained. Jobbers anticipate a big 
demand for wire this fall, but they have comparatively 
little stock to work upon. From present indications it 
looks as though there would be a real scarcity within 
the next month or two. 

We quote from jobbers’ stocks: 
pony reels, $5.85 per 100 Ib.; 
twist, $5.05 per 100 Ib. 
broken casks, $7. 

BLANKETS.—Only a few local hardware jobbers carry 
a line of blankets. Those that do report a pronounced 
scarcity in street kinds and very small stocks of burlap 
and the like. The prospects of securing fresh supplies 
are anything but encouraging, as the leading makers 
are entirely occupied with Government work. 


BoL_ts AND Nuts.—Local stocks of bolts and nuts 


Barbed and plain twist, 
eight-rod reels, $5.25. Plain 
Staples, in whole casks, $5.85; In 
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have been further reduced since last reports. Jobbers 
say the gross profit on these goods is 25 per cent and 
the net profit less than 20 per cent, which is far from 
encouraging. The mills are doing practically nothing 
for the jobber in the way of shipments and the outlook 
for the immediate future, at least, is rather dark. 


We quote from jobbers’ stocks: Machine 
nuts, same as with H. P. nuts, less 10 per 
finished nuts, at 50 and 10 per cent; machine 
and D. nuts, 4 x ™% in. and smaller, 20 per cent discount 
{4% x % in. and larger, 15 per cent discount; with H. !’ 
nuts, 4 x % in. and smaller, 25 per cent discount; 44 x *%& 
in. and larger, 20 per cent discount ;: ormnmen carriage bolts, 
6 x %& in. and smaller, 25 per cent discount ; % x % in. and 
larger, 15 per cent discount : store bolts, 1000 lots, 60 per 
cent discount; bolt ends, 20 per cent discount Semi-finished 
nuts, 9/16 in. and smaller, 60 per cent discount; % in. and 
larger, 50 and 10 per cent discount; finished case and hard 
ened nuts. 50 per cent discount: C. T. and D. or H. P. nuts, 
blank or tapped, 200-lb. kegs, list plus lc 


bolts with S. F 
cent, plus semi- 
bolts with C. T 


Brass Goops.—The Brainard Manufacturing Com- 
pany has announced an advance of 10 per cent in prices 
for brass goods, and the Rome Manufacturing Com- 
pany a similar advance as well as an advance of 10 
per cent on copper goods. 


BUILDING PAPER.—The call for building paper con- 
tinues light, but the market holds firm and unchanged. 
The Government is putting up many hundreds of build- 
ings throughout the country and especially in the 
East at points where shipbuilding is going on. But 
the Government is dealing directly with manufacturers, 
so the local building paper is not benefited. 


We quote from jobbers’ 
$1.50 a roll; No. 3, $1.45 


stocks: No. 1, $69 
a roll. 


a ton; No. 2, 


CHAIN.—The local market is well cleaned up on all 
sizes of chain. We hear of but one house that has a 
supply. The prospects of getting fresh supplies are 
not encouraging and the manufacturers are operating 
nearly entirely on Government work. There is a good 
call here for chain from New England shipyards. 
Small sized chain has been advanced $1 per 100 lb. 


We quote proof coll, 
5/16 inm., $13.55; % inm., $13; 


3/16 in., $17. 10; % in., $14.55; 5 
7/16 in., $13 \, in., $13 5. in., $13 per 100 Ib. B. B. chain. 
extra 


add 2ce. per ib. Long link chain, le 

CuTLeERY.—The cutlery situation has not changed 
materially since last reports. All kinds of stock are 
hard to get from the manufacturer and jobbing prices 
are very strong. Pocket knives are especially hard to 
get. Those retailers who hesitated to buy on the rising 
market to-day have little stock for sale and the pros- 
pects of their getting any to speak of are rather slim. 
New users of scissors are cropping up all the time. 
During the past week a Braintree (Mass.) manufac- 
turing concern that has turned its attention to gas 
masks for the Government bought 50 dozen scissors 
in one lot. Good butchers‘ knives are scarce. There 
appears a fairly large supply of cheap goods on the 
market. The Gillette Safety Razor Company is fifty 
days behind in its deliveries of pocket editions. The 
firm is seriously considering the withdrawal of its 
blades from the market. The position so far as Gem 
and similar blades go is very nearly as unsatisfactory. 
There is some substitution by retailers in blades. For 
instance, the Heinisch and the Quality blades will fit 
some of the razors and are being substituted freely. 
With the prospects of a bigger army and navy, it looks 
as though safety razors would be scarce for some time. 
Jobbing prices follow: 


self- colored chain from jobbers’ stocks : 


best grades. 6-in., 
practical, 714 in., 


pocket 


Clippers—Orange. 
practical, 7-in., $9.20; 
Knives.—(Ordinary 
dozen 

Razors.—l‘est grades of full hollow 
square or round point, flat rubber 
other grades, $24, $22.50 and $18. 

Scissors. Heinise h and Wiss goods quoted 
price list of July 5. Popular-priced goods 
sizes, $4 per dozen. Low-priced goods, 
Army kit scissors, $2 per dozen. 

. enears. ——High 

4-in., $9.2 c7 


$11.5 per 
$9.20 
kinds, most makes, $7.5 
eround, open blade 
handles, $27 per dozen; 


as per revised 
(warranted) all 
all sizes, $2 per dozen. 
$8.60 per dozen 
$10.80: 
$18.85 
(war- 
all sizes, 


grade 6§-in., 
7-in., 
9-in., $13.45; 
$20. is: 13-in., $22.60. 
all sizes, $4 per dozen. 
dozen. 


japanned, 
$9.76 ; 7%-in., $10.25; §8-in., 


10-in., $16.70; 11-in., 
Popular-priced goods 
ranted), Low-priced goods, 
$2 per 

Snips.—Dental, 
$11.40; better goods, 


T-in., $9.80 per 
$28.75 

FiLEs.—The outlook for files is by no means bright. 
Jobbers hoped that during the vacation period the 
manufacturers would ship them some files, but com- 
paratively few have been received since last reports. 
Salesmen, therefore, will be obliged to tell customers 
that they cannot guarantee deliveries. Jobbing prices 
are: 


dozen; electrician, 
and $31.65 


5t4-in., 


We quote from jobbers’ stocks: Nicholson and Black Dia- 
mond files, 50 per cent discount: Arcade, Great Western and 
similar brands, 50, 10 and 7% per cent discount: Chelsea 
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é rc iscount; American machine cut files, 
reg tye ge yg pnd lg Extra thin taper files, 
sizes 8 x 3/16 in, 8 x 4 in, and 8 x 5/16 in., take an ad- 
vance of 2-in. over the slim list; $ x % in., taken an advance 
of 1 in. over the slim list. 

GALVANIZED Bars.—There is a big demand for gal- 
vanized bars from the New England shipyards and 
during the past two or three months local supplies have 
been greatly depleted. The demand from awning 
manufacturers during the present season has been far 
below normal. It is indeed fortunate that it was, for 
shipyards come first in the matter of orders and it is 
doubtful if the awning people could have secured large 
quantities of stock. Following are jobbers’ prices: 


We quote from jobbers’ stocks: Flat galvanized bars in 


stock, 1 x \% in., 12 ft. long, $9.50 per 100 Ib.; 1 xX 3/16 in., 
12 ft. long, $9; 1 x ™% in., 16 ft. long, $8.80; 14% x % in., 16 
ft. long, $8.80. 

Round galvanized bars in stock, % in., 18 ft. long, $8.80 per 
100 Ib.; 5% in., 18 ft. long, $8.70; % in., 18 ft. long, $8.60. 


GALVANIZED PaiLs.—The fall season opens with local 
jobbers carrying unusually small stocks of galvanized 
pails. Nor is the prospect of getting fresh supplies 
bright, according to the manufacturers, who are hav- 
ing more or less difficulty in getting material to work 
with except when Government orders are concerned. 
Prices all along the line are strong and, if anything, 
tending upward. Jobbings quotations follow: 


We quote from jobbers’ stocks: Common galvanized pails, 


per doz.; lighter weights, 14-qt., $7.20 


is 3.96 per doz. ; - ; 12-qt., $4.98; 

light finished, 8-qt., $3.96 per doz. ; 10-qt., $4.48 ; 12-qt., . 

common stock pails, light finished, 14-qt., $5.52 per doz. Com- 

mon pails, heavy finished, 14-qt., 50-lb. to the dozen, $9.28 
9 


GuLass.—A general advance in prices for glass will 
be announced within the next few days, according to 
one of the local jobbers. We hear of one local firm 
that has a good supply, but most houses report little 
stock on hand. Manufacturers have not been doing 
much of late because of the scarcity of labor and ma- 
terials and because of the lack of new building through- 
out the country. 


We quote from jobbers’ stocks: Glass, single B, first three 


brackets, 80 and 10 per cent discount; about first three 
brackets, 79 per cent discount; double B, 80 and 10 per cent 
discount. 


Grocers’ SuppLies.—The Enterprise Manufacturing 
Company of Philadelphia announces an advance in 
prices on coffee mills and similar goods amounting from 
5 to 25 per cent. 

HAMMERS.—The David Maydole Hammer Company 
has issued a new price list dated Aug. 8. 





HANGERS AND RalLs.—F. E. Myers & Bro. announce 
an advance in prices for hangers and rails amounting 
to about 10 per cent. 


HorsesHoEs.—The market for horseshoes holds very 
strong. Local stocks are badly broken, which makes 
the filling of the steady flow of orders more or less 
uncertain. Jobbers anticipate a big fall demand. Last 
winter and spring horseshoers cleaned up well on all 
shoes on hand and because of the strength of the 
market were inclined to buy fresh supplies in a hand- 
to-mouth manner. To-day, to prepare for fall and 
winter business, they will be obliged to buy freely. 
Local jobbers‘ prices are: 

We quote from jobbers’ stocks: Standard makes, in 100-Ib. 
kegs, to dealers at Maine, New Hampshire, Vermont, Mas- 
sachusetts and Rhode Island points, $7.50 per keg; to Con- 
necticut trade, $7.25 per 100-lb. keg. 


IroN.—Jobbers report it more and more difficult to 
obtain fresh supplies. As a result there is a steady 
drawing down on local supplies and prices are extreme- 
ly strong all along the line. Norway iron has been 
marked up $4 per 100 lb. Revised jobbing quotations 
follow: 

We quote from jobbers’ stocks: Refined iron, $4.765 to $4.87 


base, per 100 Ib.; hoop iron, $8.25; Norway iron, $16; H & P 
best iron, flats, round and square, $5.75; ovals, half ovals, 
half rounds and bevels, $7. Broken bundles, add ec. a lb. 
Quantity differentials charged on all iron under 2000 to 1000 


lbs., 30¢. per 100 lb.; under 1000 Ib., 70c. per 100 Ib. 


LANTERN GLOBES.—Prices on lantern globes have 
been revised upward about 10 per cent. 


Mop HANpDLES.—An advance of 10 per cent in prices 
on mop handles is announced. 


NaiLs.—F urther receipts of nails from the mills have 
been noted since last reports, but they were like a drop 
in a bucket. For instance, one local jobber receives 
a car of nails, and on consulting his books discovers he 
has orders for two cars. The nail makers are still 
giving the great bulk of their attention to war orders, 
and will not ship to the jobber unless orders are accom- 
panied with pledges. e spike situation is very simi- 





lar to that of nails. 
tations: 

We quote from jobbers’ stocks: Cut nails, 12, 20, 30, 40, 50 
and 60 pennyweights, inclusive, $6.25 per keg base. 

Sheathing Nails——2% and 3%-in., $6.25 per keg base. 

Spikes.—7 and 8-in. spikes, $6.25 per keg base, 

Wire Nails.—Wire, $4.75 to $5 per keg base. 
nails, count keg, $5.05 base. 
$6.05 base. 

PouLtry NETTING.—While the busy season in poultry 
netting has passed, local jobbers are inclined to look 
for a good, steady call during the next month or so. 
Reports from country points indicate that the raising 
of poultry is on the increase, and, that being true, 
the wire business should hold up well. Following are 
jobbers’ prices: 
_ We quote from jobbers’ stocks: Poultry netting, galvan- 
ized after weaving, 40 per cent discount from the factory, 45 
per cent discount. 

PyRENE Goops.—The Government has taken over 
for an indefinite period the entire output of the Pyrene 
Manufacturing Company. Price lists are therefore 
withdrawn. 


Following are local jobbers’ quo- 





e Coated wir: 
Coated wire nails, 100-Ib. kegs 


Rivets.—The rivet situation has not improved since 
last reports. Jobbers are having a great deal of 
trouble in getting fresh supplies, notwithstanding the 
fact that they are living up to Government require 
ments as regards pledges, etc. The mills pay abso- 
lutely no attention to priority orders. If the demand 
continues, as it was in July, it will not take long to 
clean up the local market on practically everything .in 
the rivet line. Jobbing prices are: 

We quote from jobbers’ stocks: Norway iron rivets, 40 per 
cent discount; structural rivets, 7.25c. base. 

RooFING PAPER.—Generally speaking the jobbing 
trade does not look for any great rush in the roofing 
paper market within the near future. There are, 
however, jobbers who expect an excellent demand. 
Their belief is based on the fact that the demand 
throughout the summer was light and that consumers 
will buy more freely when they realize that prices 
are not likely to be lower. Then, too, there is always 
more or less repairing done just before the snow flies, 
and there is no reason to expect that this year will 
be an exception to the rule. Local jobbers’ prices are: 

We quote from jobbers’ stocks: 
ply, $1.30 a sq.; two-ply, $1.75; three-ply, $2.12. Second qual- 
ity, one-ply, $1.23; two-ply, $1.60; three-ply, $1.97. Third 
quality, one-ply, 98c.; two-ply. $1.30; three-ply, $1.62. Fourth 
quality, one-ply, 83c.; two-ply, $1.10; three-ply, $1.37. 

Rope TWINE, Etc.—Prices for twine have been ad- 
vanced and manufacturers are of the opinion that the 
end of the uplift in values is not in sight. They say 
materials are exceptionally scarce and that labor is 
hard to get. The New Bedford Cordage Company, 
under date of Aug. 14, issued the following notice: 
On and after this date the base sizes of rope will be 
% in. diameter or 2% in. circumference and larger in 
3 strand, tarred or untarred, the smaller sizes being 
subject to the following variations: 

Six thread, 3/16-in. diameter, 214c. over basis; 6 thread, \ - 
in. diameter, 2c, over basis; 9 thread, 5/16-in. diameter, 2c. 
over basis; 12 thread, %-in. diameter, 1%4c. over basis; 7/16, 
14 and 9/16-in., le. over basis; 5g thread, 4c. over basis. 


RuBBER HoOSE.—While the summer season for rub- 
ber hose was somewhat disappointing in the volume of 
business transacted, the net results turned out better 
than most houses expected. In a way it was fortunate 
that the demand was not heavier than it was, for the 
jobbers would have been unable to fill orders on de- 
sirable grades because the manufacturers in most 
cases are engaged on Government work. Most every- 
body expects the fall business will be up to normal. 
Following are jobbers’ quotations: 


First quality roofing, one- 


We quote from jobbers’ stocks: Leader, %-in., 10%c. 
Sg-in., 11%4c.; %-in.. 12%c.: Olympia, %-in., 12%c.; %-in., 
13l4c.; Milo, %-in., 14%c.; Bull Dog, %-in., 18%c. per foot 


RUBBER TIRE CHANNEL.—The market for rubber tire 
channel is quiet. Prices hold very firm in sympathy 
with other steel and iron quotations. Local jobbing 
prices are: 


We quote from jobbers’ stocks: 


Rubber tire channels, $7 
per 100 lb. 


SasH_ Corp.—Indications point to continued high 
prices for sash cord. The market hinges entirely on 
the cost of cotton, the raw material, and with that 
product once more above the 30c. mark it is difficult 
to see how cord quotations can go lower. The manu- 
facturers are well sold ahead and are not anxious to 
take on business. Price does not enter into the question 
they say. The situation hinges on cotton and labor. 
Jobbers’ quotations follow: 





August 22, 1918 


We quote from jobbers’ stocks: Spot cord, No. 7, 90c. per 
lb.; Nos. 8 to 12, 89c. Silver Lake B, 90c. per lb. Phoenix, 
No. 6, 64c. per Ib.; No. 7, 62c.; Nos. 8 to 12, ttc. 

SASH FASTENERS AND Bo.ts.—H. Ives & Company 
announce an advance in sash fasteners and bolts 
amounting to about 10 per cent. 


Screws.—The fall season opens with the local mar- 
ket for screws on a very strong basis. Stocks are badly 
broken and the outlook for new supplies is far from 
bright. It begins to look, according to one of the best 
informed jobbers, as though the screw situation would 
become as serious as the nail. Any big demand would 
bring down local stocks to the danger point. Jobbers’ 
prices are: 

We quote from jobbers’ stocks: Flat head bright wood 
screws, 70 and 20 per cent discount; iron machine screws, 45 
per cent discount: coach screws, 35 per cent discount; cap 
screws, 40 per cent discount; set screws, 45 per cent discount. 

ScyYTHES.—By the time the jobbing hardware sales- 
men get on the road again the haying season prac- 
tically will be over, so no great demand for scythes 
should be expected. Some of the retailers, however, 
especially throughout Maine, New Hampshire and 
Vermont, have signified their intention of laying in a 
supply on the supposition that next spring, when they 
will want the goods, the market will be shy. 

We quote from jobbers’ stocks: Clipper, $13; solid steel, 
$13.50; Little Giants, $14.50; brush and bramble, $13.50. 

Snow SHOVELS.—The inability of manufacturers to 
secure materials in large quantities and a scarcity of 
labor and high cost of that which they nuw have has 
resulted in an advance of about 10 per cent in prices 
for snow shovels, 


STEEL.—The steel situation is just as unsatisfactory 
as ever. The ~nills are shipping very little to local 
jobbers, who have more orders on their books than 
they possibly can fill during the next twenty days. 
Their business is confined almost entirely to essential 
consumers, but there is something doing with the auto- 
mobile concerns all the time. Prices, from the stand- 
point of the jobber, have been very unsatisfactory, not 
being high enough to allow profit enough to warrant 
remaining in the game. Frederick H. Butts, president 
of the American Iron, Steel & Heavy Hardware Asso- 
ciation and a member of the Federal appointed price- 
fixing committee, on Aug. 15 attended a conference of 
the last named body held at New York to discuss dis- 
tributors’ prices. 

We quote soft steel bars from jobbers’ stocks: Flat bars, 
stock lengths not wider than 6 in. or thicker than 1 in., per 
100 Ib., $4.27 base; rounds and squares, 1% in. and under, 
$4.27 to $5 base per 100 Ib. 

Angles and channels under 3 in., stock lengths, $4.27 base 
per 160 Ib 


CINCI 
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Cincinnati, Aug. 10, 1918. 
ENTUCKY and Indiana merchants make very sat- 
isfactory reports. Although the season has passed 

for many goods purchased by the farming trade, there 

is enough special business transacted to make the total 
very satisfactory. City merchants report a lull in 
nearly all lines, with the exception of machinists’ sup- 
plies and automobile accessories. However, granite 
ware seems to be in very good demand lately, as well 
as some other lines of kitchen and household specialties. 

Wire nail stocks are practically exhausted and there 
is no barb wire to be had. A limited quantity of bale 
ties are still obtainable and the demand from the coun- 
try merchants is very heavy. 

AUTOMOBILE ACCESSORIES.—Tires have been advanced 
and in some cases it is difficult to get shipments from 
the factories. Some improvement in shipments is in 
sight, but has not yet developed. Although few new 
garages are being built there is a call for door hangers 
that is out of the ordinary. 

ANVILS.—As usual the Kentucky and southern In- 
diana dealers make very optimistic reports, but they are 
yet handicapped in not being able to secure shipments. 
As a consequence many orders for small anvils are un- 
filled and it may be that they will have to be cancelled. 

Jobbers’ quotations on 80 to 200 Ib. anvils are around 23 
to 2314 per Ib. 

AxES.—The scarcity of axes has not been relieved 
and stocks are practically non-existent. The jobbers 
have none on hand and only a few retailers can supply 
their customers. 
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15/16 in and squares and 


Cold rolled steel, rounds up to 1 
% in. and 


hexagon, list plus 15 per cent. Tire steel, 144 x 
larger, $5.25; thinner and narrower, $5.50. 

American calking steel, full bundles, $6.85 base, per 100 
lb. ; broken bundles, $7.35. 

TacKs.—The market for tacks is in a very strong 
position. Local stocks are badly broken, jobbers say 
it is difficult to obtain fresh supplies, the manufacturers 
report it as almost impossible to get material to work 
with, and retail hardware dealers in a great many*in- 
stances have little stock on hand. Local jobbers’ prices 
foliow: 

We quote from jobbers’ stocks: Tacks, $11.12 base per 100 
lb. Add to base extras as per differentials, last reported. 

Copper tacks, sizes ™% to base, 55c. Extra charge is 
made for small sizes. 


Toots.—The Peck, Stow & Wilcox Company have 
sent out notices that they have dropped various finishes 
and types of goods manufactured by them. This action 
follows a similar one by other manufacturers, which 
is in keeping with the Government idea of simplification 
wherever possible. North Brothers Manufacturing 
Company have advanced their prices on tools. 


WASHERS.—There has been a general revision of 
prices for washers. The change has been upward. 
The market to-day is very strong on the new price 
basis and there is nothing in view to indicate any 
weakening within the near future, at least. As a 
matter of fact, based on the law of supply and de- 
mand, the market is entitled to a still further advance. 
But jobbers are holding back the market with a view 
to living up to Government requirements on prices. 
Indications are that washers will be scarce for the 
next two or three months. 


Malleable washers, per Ib., 


We quote from jobbers’ stocks: 
larger, 


12c. base; cast washers, %,-in. and smaller, 6c. base; 
je. Cut washers, in 200-lb. kegs, list 


WEATHER STRIPS.—Prices on Osgood weather strips 
have been advanced. The scarcity of materials and 
a lack of skilled labor are given as the causes for the 
higher prices. Jobbers expect a big demand during 
the next month or two. 


WIRE CLOTH.—Pearl wire cloth has been advanced 
to 4c. a square foot from the store. Strange to relate, 
the demand for black wire cloth holds up remarkably 
well for this season of the year. The demand probably 
is due largely to the fact that many summer camps 
will be open this and next month. 

Black wire cloth, 12 mesh, 

Quotations for de- 
those from jobbers’ 


We quote from jobbers’ stocks: 
$2.65; black wire cloth, 14 mesh, $3.15. 
livery factory are 10¢ than 
stock. 


from less 


NNATI 


The nominal wholesale quotation on Shy te Ib. axes is 
around $18.75 to $19 per doz 

BLACKSMITH TooLs.—Reports from Kentucky mer- 
chants indicate that business is improving. Some of 
the country merchants in southern Ohio also state that 
they have had more orders lately than expected. 

The jobbers’ price on Heller's blacksmith nippers is un- 
changed at $18 per doz. for the 12-in. size. Standard 18-in 
blacksmith rasps are quoted at $10.95 per doz. 

BALE Ties.—Jobbers’ stocks are limited, but urgent 
orders can be filled for small qauntities. No advantage 
has been taken of the situation by the wholesalers 
who have bale ties in stock and prices are unchanged. 

Bars WIRE.—No relief is in sight. Mill representa- 
tives state that they cannot hurry forward shipments 
due on old contracts as it is impossible to get priority 
orders. Jobbers are making no quotations because they 
have no wire to ship. 

CARRIAGE BoLts.—An advance of 5 per cent has been 
made. A little improvement has been noted in ship- 
ments from manufacturers, but it is not sufficient to 
replenish jobbers’ stocks that have practically been ex- 
hausted. 

To-day’s jobbers’ 
sizes, is 35 per cent off list; 
discount. 

CoacH SCREWS.—Practically none can be had for 
prompt shipment and jobbers’ stocks are practically 
exhausted. An advance of 5 per cent is noted in all 
quotations. 

The jobbers quote 30 per cent off list. 

CHAIN.—It is hardly worth while to quote chain as 
it is too scarce an article. Practically no orders can be 


quotations on 3/8 x 6 in. and smaller 
larger and longer 20 per cent 
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filled from stock and shipments from manufacturers 
are very few and far between. 
A nominal quotation on 4.-in. 


CoASTERS.—Under the names of “Coasters,” “Irish 
Mails” and “Kiddie Kars,’ hardware dealers are sell- 
ing a large number of small wagons that are used not 
only for juvenile pleasure purposes but also to haul ice. 
The only question with most suburban dealers now is 
to gét a supply. Manufacturers are very slow in filling 
orders and make no promises as to the future. 


as follows: No. 1 
and No. 4, $4.65. 


chain is 12%e a Ib. 


quotations are coaster, $3.70; 


Jobbers’ 
y $4.50; 


No. 2, $4; No. 3, 

COFFEE PERCOLATORS.—Nearly all dealers say there 
is an increasing demand for percolators. It is hard to 
get the aluminum percolator with a glass top, except 
the most expensive ones that have been carried in stock 
for some time. 


CuTLERY.—There are no more goods stamped “Made 
in Germany” for sale here. Several years ago a dealer 
stated that it was thought all cheap cutlery had to be 
made in Germany. But in spite of the difficulties at- 
tending the shortage of steel American manufacturers 
have met the situation and are able to supply the de- 
mand in a remarkably satisfactory degree. 


6-in. butcher knives at $6.50 per doz. ; 
$8.75 per doz. 


Jobbers quote 7-in., 


$6.75, and 11-in., 

EAVES TROUGH AND GUTTER PIPE.—The scarcity of 
galvanized sheets has become so serious that manufac- 
turers are not quoting any prices. One of the largest 
fabricators in this section has taken the stand that only 
essential industries should be supplied at the present 
time. This action has had some effect in cuting off 
supplies to dealers that have only residence building 
work in hand. 

FISHING TACKLE.—Although the season is nearly 
over there is a fair demand for fishing tackle. 

The average wholesale prices are as follows: Seine 
69c. per Ib.; staging, 66c., and trout line, 54c. 

GALVANIZED GARBAGE PAILS AND BUCKETS.—The in- 
ability of the mills to furnish galvanized sheets has 
caused more than one company to temporarily abandon 
the manufacture of galvanized goods. The demand is 
very urgent from both the city and country trade. 

The latest jobbers’ quotations are as follows: No. 1 gal- 
vanized tubs. $16.50 per doz.; No. 2, $18.50. and No. 3, $21. 
Galvanized buckets, 10-qt., $5.60; 12-qt., $6.15, and 14-qt., 
$6.80. 


twine, 


e made a general advance 
of 10 per cent, but so far the jobbers have not followed 
suit. It is more than reasonable to suppose that the 
wholesale dealers will be compelled to advance all quo- 
tations within the next few days. 


TWIN 


PAUL, 
1918. 


MINNEAPOLIS and St. 
Aug. 14, 


HE usual midsummer lull continues in all lines of 

business, but this year ’s totals compare very fa- 
verably with last year’s. A new factor entering into 
conditions this year is the constant shifting of business 
to a war basis, and the corresponding necessary shift- 
ing of stocks of merchandise. New classes of customers 
are being created; the man who formerly drew $2.50 
per day may be getting as high as $8 per day now, and 
he spends it. A study of what is attractive to him and 
his family is a necessary part of to-day’s business life. 
There is a steady growth in the business of used car 
dealers, and this means a steady growth in the acces- 
sory business. Dealers and jobbers in this line — 
themselves as being very well satisfied with results s 
far this year. There is considerable speculation ood 
car owners as to the outcome of the deliberations of 
the taxe levy board in regard to automobiles, and buyers 
of automobile accessories, both in jobbing and retail 
lines, are keeping a wary watch in this direction. Much 
depends on the amount of tax imposed, if any, on used 
cars. Tire manufacturers know that Jan. 1, 1919, sees 
the end of their activities in the passenger car line, and 
many have already turned their attention to trucks and 
tractors. Future hardware stocks will contain many 
items necessary for these useful brothers of the pleas- 
use car. 

Pledges for the conservation of all stocks and mate- 
rials for war purposes are coming in daily from every 
imaginable source. It almost amounts to many chain 
letter systems all operating at once. The effect is 
noticeable in many ways. For instance, one electrician 
stated that his firm was already refusing to do wiring 
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The following discounts are quoted by the Wm. Glenny 
Glass Co.: Window glass, applying off list of March 1, 1913, 
S. S. A., sizes in first three brackets, 80 per cent: S. S. : 
sizes in first three brackets, 80 per cent; S. S. A. and B., 
larger sizes, 79 per cent; D. S. A.. all sizes, 80 per cent, and 
D. S. B., all sizes, 82 per cent, all f.o.b. Cincinnati, with th« 
usual freight equalization. 

IRON AND STEEL BARS.—Only iron bars can be sup- 
plied by the mills for nearby shipment. The only ex- 
ception on steel bars is for firms that have urgent war 
orders. In both Hamilton and Dayton, Ohio, there is 
a very urgent need for steel ingots for munitions pur- 
poses and this reduces the production of bars. 

The mill price of iron bars is 3.50¢c per lb. Pittsburgh. 


MACHINE BOoLts.—The local supply is limited and 
neither the jobber nor the retailer is able to furnish 
certain sizes needed. The general discount has been 
advanced 5 per cent. 

The jobbers’ discount on 3/8 x 5-in., and smaller, is 40 
per cent from list; larger and longer 25 per cent off. 

RooFING.—There is a fair demand for composition 
roofing. Practically the only competitor in the market 
just now is slate roofing material. Sheet metal is out 
of the running for the time being and it may be some 
time before metal roofing will come into its own again. 

The following are average wholesale prices: Tarred felt. 
$3.10 per 100 Ib:; slater’s felt, $1.15 per roll; rosin sized 
sheathing, $57.00 per ton. Rubber roofing. per roll, best 
grade, one-ply, $1.80; two-ply, $2.15: and three-ply, $2.50. 
Medium grades, one-ply, $1.75; two-ply, $2; and three-ply. 
$2.15. Cheaper grades, one-ply, $1.20; two-ply, $1.45; and 
three-ply, $1.60. 

SuGarR KETTLES.—Kentucky retail merchants say that 
they have sold a large number of sugar kettles lately. 
to farmers and that the demand for them is on the in- 
crease. 

The jobbers quote the flat list prices. 

SKILLETS.—Only the country and suburban mer- 
chants are doing any business in this particular line. 

Jobbers quote the list price plus 15 per cent. 


Sap IrRons.—A scarcity of irons is reported from 
every direction. There is a fairly heavy call for them 
reported by both city and country merchants. 

Jobbers quote plain sad irons at 5%c a Ib., and nickled 
plated irons at 6%4c. 

WirE NaiLs.—Never in the history of the business 
has there been such a séarcity of nails. Although build- 
ing operations have been cut down to a low level, there 
is a demand for nails that cannot be supplied. It is 
more than probable that wholesale dealers may be com- 
pelled to distribute shipments to customers so as to 
take care of their immediate needs in a more effective 
way. 

The jobbers quote $4.25 per keg base. 


CITIES 


in any case that was not strictly essential for war 
work or for preservation of property. Many other 
examples might be cited in many other lines. Pledges 
on the resale and use of rope are being printed on the 
invoices for this material in accordance with the Gov- 
ernment regulations. 

A number of jobbing houses here find it expedient to 
adopt the rule of a 10 per cent charge on returned 
goods and a minimum charge on sales. This has been 
brought about by increasing costs of operation. The 
addition of a 10 per cent charge by branch houses over 
the price charged by home plants in the East, and the 
rule also adopted by them of selling goods in full pack- 
ages only adds another board to the fence of restric- 
tions surrounding the merchant here. Payrolls ad- 
vance steadily even in many cases where there is an 
actual decrease in the number employed. This is be- 
coming a really serious problem. 

Prices are practically at the same level as last week, 
and stocks are showing no improvement. One man 
said he had looked over practically both cities for one 
size of screws, had cleaned up all he could find, and that 
left him still needing more to complete his work. 


AxEs.—Little change shows in this item in stock, de- 
mand or price. New stocks are coming in slowly, and 
price shows no change. 

We quote from local jobbing stocks: Single bit base weight. 
$14.50 per dozen; double bit base weight, $19 per dozen; 
Sager handled, single bit axes at $18.50 per dozen; Sager 
handled, double bit, $23 per dozen; Quaker City Boys at $12 
per dozen. 

BALE TiEs.—Sales are light, as are most stocks, with 
price holding firm at last quotation. A movement has 
been started among farmers for the purchase and use of 
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baling apparatus to save straw, particularly rye, oat 
and wheat straw, for feeding and other purposes. 

We-quote from local jobbing stocks: 84% x 15 bale ties at 
$1.72 per bundle and 9 x 15 bale ties at $1.80 per bundle; 9% 
x 15 bale ties at $1.90 per bundle. 

BUILDING PAPER.—The advance in price given last 
week has been followed up by all local paper houses. 
Sa‘es continue light, both jobbing and retail. 

We quote from jobbing stocks: Barrett No. 2 tarred felt 
at $3.25 per cwt., Barrett stringed felt, 500 ft. roll, at $1.64 
per roll, red rosin papers at $2.85 to $3.25 per cwt. 

Braps.—Buyers search carefully for small sizes of 
brads, which the manufacturers have temporarily dis- 
continued. Sales are light in general, with new stocks 
very slow in arriving. 

We quote from local jobbing stocks: 
discount from standard lists in 25-lb. 

BRIGHT AND BRASS WIRE Goops.—Word has come of 
the advance in this line by Eastern manufacturers, but 
local prices show no change. Stocks are light, corre- 
sponding with retail sales. 

We quote from local jobbing stocks: 
at S80 per cent off, and brass wire 
count from standard list. 

BoLts.—This item shows no change. Call 
from shops and factories in war work or 
lines, with retail sales normal for the season. 

We quote from local jobbers’ stocks: Small carriage bolts, 
at 30 per cenit Large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent; lag or coach 
screws at 30-10 per cent; stove bolts at 60 per cent; and 
tire bolts at 40-10 per cent. 

EAVES TROUGH, CONDUCTOR PIPE AND ELBows.—These 
items are being used mainly for repair work for preser- 
vation of buildings. New stocks arrive slowly, and 
manufacturers of these lines are having difficulty in 
obtaining sheets for their production. Prices have not 
changed. 

We quote from local jobbing stocks: Eaves troughs, crate 
lots, not nested, at 45 per cent discount; single bead lap 
joint at 60 per cent; elbows, 70 per cent discount from 
standard list. 


Brads at 
boxes. 


70 per cent 


gright wire goods 
goods at 75 per cent dis- 


is heavy 
associated 


FILEs.—Stocks are badly depleted, with mill ship- 
ments very slow. Government requirements are taking 
so much of the output little is left for ordinary trade. 

We quote from local jobbing stocks: Nicholson files at 
50 per cent; Riverside files at 60-7144 per cent; Royal at 65 
per cent; and Arcade at 50-10 per cent from standard list 

GALVAN A factory representative stated 
he had received a alae from his house advancing 
all prices on galvanized and enameled goods 25 per 
cent. While this has not become general yet, it may be 
expected to be effective soon. Stocks continue broken 
with smal! hope of betterment. 

We quote from local jobbers’ stocks: Common 8&-qt. gal- 
vanized pails, $4.25 per dozen; 10-qt., $4.80 per dozen; 12-qt., 
$5.26 per dozen; 14-qt.. $5.90 per dozen: 16-qt., $7.13 per 
dozen; 16-qt. stock pails, $8.98 per dozen; 18-qt. stock pails, 
$10.43 per dozen; 20-qt. pails, $11.88 per dozen. 

GALVANIZED TuBS.—The same conditions cover this 
as the preceding items. Present demand is being met, 
but it is problematical how soon stocks will be depleted. 


Industrial Athletes Compete 


N the first Industrial Track and Field Meet, in which 

the track teams of ten big industrial firms of the 
Middle West participated, at the forty-acre athletic 
field of the Goodyear Tire & Rubber Company, Apron, 
Ohio, on August 10, first honors were won by the Good- 
year athletes. In a program of sixteen events, including 
dashes, runs, hurdles, jumps, shot putting, discus and 
javelin throwing, the track team of this company se- 
cured three firsts, five seconds, five thirds and a fourth, 
for a total of thirty points. 

The standing of the other participating teams fol- 
lows: Firestone Tire & Rubber Co., Apron, 21; B. F. 
Goodrich Co., Akron, 20; Western Steel Co., Chicago, 
15; Westinghouse Electric Co., Pittsburgh, 13; Hy- 
draulic Pressed Steel Co., Cleveland, 13; American Mul- 
graph Co., Cleveland, 5; Pittsburgh Seamless Tube 
Co., 5; Willys-Overland Co., Elyria, Ohio, 3. 

As a result of the meet, which was the most elaborate 
of its kind ever attempted in this country, plans are 
now being laid for an Industrial Athletic Association of 
America, including at least twenty of the country’s 
greatest industrial athletic organizations, which are to 
compete annually for the industrial championship. 
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0 galv: inized tubs, 
2, $15.40; No 
$23.26 per dozen: 


We quote from local jobbing stocks: No. 
$11 12 per dozen; No. 1, $13.68 per dozen; No. 
3, $17.69; No. 2 heavy, $20.70; No. 2 heavy, 
No. 3 heavy, $25.82 per dozen. 


GLAss.—Stocks now in hand will be the mainstay of 
the approaching season, judging from the present out- 
look at the source of supply. Sales are very low at 
present. 

We quote 
strength glass 
cent, double strength 
standard lists. 


HANDLES.—The situation is unchanged in regard to 
handles. Stocks are mostly represented by empty lines 
and equally empty promises by the factories, promises 
contingent on conditions which are practically insur- 
mountable. Jobbing prices are far above old retail 
prices in many cases, with no stocks to draw from. 

We quote stocks: A. 
Daniel Boone Beauty 
blacksmiths’ hammer handles, 16-in. Daniel 
dozen ; 18-in., $1.75 per dozen; Beauty, 16-in., $1.10 per dozen: 
18-in., $1.15 per dozen: machine hammer handles, Daniel 
Boone, 14-in., $1.50 per dozen ; 18-in., $1.85 per dozen; 16-in., 
$1.75 per dozen ; Beauty machine handles, 14-in., $1 per 
dozen; 16-in., $1 per dozen; 18-in., $1.10 per dozen; 30-in.. 
sledge handles, $3.50 per dozen; Daniel Boone, 36-in., $3.50 
per dozen; extra 30-in. sledge handles, $2.50 per dozen; 36-in., 
$3.25 per dozen: No, 1 handles, $2 per dozen; 36-in., $1.50 
per dozen; single bit axe handles. Gold Seal, $5 per dozen; 
Crown, $4 per dozen; Red Seal, $3 per dozen; White Seal, 
$2 per dozen. Extra railroad pick handles, $3.75 per dozen: 
No. 1, $3 per dozen; No. 2, $2.50 per dozen; Red Seal, $3.25 
per dozer: Daniel Boone broad axe handles, 16-in., $1.50 | ber 
dozen; 17-in., $1.75 per dozen: 18-in., $1.85 
Beauty, 16- in. axe handles, $1.25 per dozen: 7-in., 25 
per dozen: 18-in., $1.25 per dozen; D handle shovel kom 
svade handles, scoop handles. rake, hoe and fork handles are 
30 per cent from standard list. 


from local jobbing stocks: A grade single 
under 40 in. at 80 per cent, over at 78 per 
A grade glass at 80 per cent from 


hammer handles, 
at $1 per dozen: 
Boone, $1.50 per 


from local jobbers’ 
at $1.50 per dozen: 


LANTERNS.—With the shortening evenings sale of 
lanterns begins to improve. Stocks are in fair condition 
and prices firm. 

We quote from local jobbing stocks: Tubular long globes, 
$11.50 per dozen; tubular short globes at $11.50 per dozen; 
tubular dash globes at $15 per dozen; Dietz D Lite short 
globe at $12.75 per dozen; Dietz Wizard at $12.25 per dozen: 
iietz Victor at $8 per dozen; Dietz No. 2 Blizzard at $12.25 
per dozen: Dietz Blizzard dash lamp, $17 per dozen; Dietz 
Buckeye dash lantern, $11 per dozen. 


ROPE. . a new requirement 
on rope, due to Government activity, is the purity of 
any rope called Manila. A rope not strictly pure Ma- 
nila cannot be called, advertised or sold as Manila rope. 

We quote from local jobbing stocks: Best grade Manila 
rope at 34c. per Ib. base, best grade sisal at 24¢c. per Ib. base, 
Swedish wire rope, Monitor hoisting at 5 per*cent discount 
plow steel at 20 per cent discount, crucible steel at 84% per 
cent discount from standard list. 

SASH CorD.—No change has yet been made in price. 
Demand is light. 

We quote from 
at 65c. per Ib. base, 
Spot at 90c. per Ib. 

STEEL SHEETS.—Stocks are so low and Government 
restrictions so rigid it is difficult to obtain any of this 
material. Price is unchanged. 

We quote from local stocks: 
ewt. base, galvanized sheets at 


sash cord 
Samson 


stocks: Common 
at SS8e. per Ib. base, 


local jobbers’ 
Silver Lake 
base. 


Black 
$S pér 


sheets at 
ewt. base 


$6.75 per 


Personal and Otherwise . 


Kenneth A. Harvey, son of A. C. Harvey of the A. C. 
Harvey Co., Boston, according to dispatches from the 
battle front, has been given a croix de guerre. Mr. 
Harvey has four sons in the service. 

A boy recently caught trying to open the safe in an 
Adams, Mass., feed store confessed to previously en- 
tering Haggerty’s hardware store. 

Sergeant Charles F. O’Lari, Orange, Mass., winner 
of the French croix de guerre, has been reported as 
wounded. Previous to his enlistment he was employed 
by the Union Tool Co., Orange, where he has a wife 
and one brother. 

The H. B. Smith Co. of Westfield, Mass., last week 
was obliged to close its two foundries because of the 
excessive heat. 


New Headquarters 


After Sept. 1 headquarters of the Pennsylvania and 
Atlantic Seaboard Hardware Association will be in 


Rooms 1313-1315 Fulton Building, Pittsburgh, Pa., 
where Sharon E. Jones, the new secretary, will be 
in charge. The publication cffices of Hardware News 
and Pasha Record will be at the same place. 
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TRADE CONDITIONS IN 
Paints, Oils and Colors 


28 Blue, Soluble .......+.+.1.35@1.580 
27 lue, Ultramarine .......14 @50 
27 Brown, a. high 





Miscellaneous— --26 


Barytes: 
White, Foreign..@ ton 


Linseed, Raw, Carload Domestic, prime, white 
lots $1. 7 or floated, sage 


works # ton.......88. 00 @36.00 | 
Off color, f.0.b. 


ove e - Wi 
ts] ton 23.00@ 28.00 
out-of: town, five-bbl. lots Chalk, ,, nglish ...ee@ ton nominal 


and over nominal 
Boiled, 1¢ @ gal. advance on Raw. china "Clay, OS DECOR RE EG POLE: “514. 0 @— Brown .... + +-24,00@32.00 
Lard, Prime Winter ® ton 20.00 40.00 500 ID. up to 2000 Red ....+.+.- 24.00@30.00 
Bx! No. 1 as Dom 5.00@22.50 per vg Ib. .$12.60 @— chre, Medium, wn. eee 
_No. 1 F D ¢ 2000 ‘b. up to 1 American, Golden, # Ib. 
Whit in 2B 100 Ib., i ib. oe @— | Sean gl leurwers £) Ib.. ( 
10,000 Ib. Frenc eevee - nominal 
80, 000 f., per 100 samtodl 
no $11.97 @— . nominal 
a .+..nomi 
per 100 14, @1: oe 


$11.84 
|Litharge, American, .8 @12 
ed, Tuscan .Beminal 


oe a Steel Kegs, 
per 100 Ib $1 
Red, Venetian 8 ‘Loo Ib... | 2%@ 6 
Rose Pink . «0-35 @10 
Sienna, Italian, burnt ons 
@15 
6 


animal, Fish and Vegeta- 


Sienna, Burnt 
ble Oils— Ra 


Umber, W . 
Umber, 
Chrome 


Burnt 


nominal) Yellow 


25 
coone 45 grades, per ton -24.00@ — 
Brown, Spanish, low 
White and Red ae ree grades 16.0 - 
ts @ armine, No.” 40, “bulk... TS S0Ge. 06 
Lead, American White Dry. UT TE pees, Chrome, ordinary.. 8 32% 


Chrome, 
a Be: = than Metallic Paint, 
b. 


pure.....40 
@ ton, 





Ex. Gilders 1.50 | 
Patty, Commercial— 
100 


Pure, tubs 85@— 
In 1 ) to 5 M tins..... 3: 70@6. 10| 


1 
500 Ib. up to 2000 Ibs. $12. 60 
|2000 Ibs. up to 10,000 


covesccvese 1.35 


ew, Acidless 

Menhaden 
Northern Crude 
Southern f.o.b. Factory. $ ‘isa 
Light Pressed 1.36@1.37 
Yellow Bleached -37@1.39 
White Bleached Winter.1.39@1.40 

Cocoanut Ceylon domestic 
tanks, per Ib 

Cochiv Imported, spot.... 
Domestic, bbl. 

Cod Domestic Prime 
Newfoundland 

Corn Refined, bbl 

Porpoise body 

Olive denatured 

Neatsfoot Prime 

‘nim, Lagos, spot per Ib.. 

Bo Bean, Manchurian, 
bbls. 1 
Minerals Oils— 

Black, a ome, 25@30_ 

cold 23 

29 iene. 15 cold t 
Summer 

ee. light filtered. 

Dark filtered 

Paraffine, high viscosity. . 
903 sp. gravity 36 
885 sp. gravity 

Bes Paratine...........,90 


= tons, American 
[Red, Indian 
American ® 100 Ib.. 
@a— 
@a— 





Spirits—Turpentine— 
gal. 


e 

| 

{In Machine bbls......... 60% @61 
| | 000 Ib., per 100 ib "$11. 97 
,, nominal) Gum Shellac— |Carload, minimum 15 tons, 
17% @17% abd | $11.84 
1.28@1.30|Diamond I mae | Zine, Dry— 


1.35@1.38) ag Orange -+2-70 @B80 8D 
[Red Seal (French —). 13 aii 


er 





/L0,000 p_to is powdered ares “ef 


| 
o- | 


16% @— 
Burnt, lump 
Italian, Rev, powdered. a 


ae to tt @is Green Sl. (French proc.).13% ;* hat — 

2 «| merican. 
sromton Ratton Orange @73_ \wWhite SI. (French proc.) .14 14% | 
eo “00 | Kala Button oe American Process. 

ndar 
nominal) iv. . @s85 | Sterling 3 

| Superior 
Lehigh 


Dry Colors— 
Biaek, Carbon Gas 
lack, Bone 


@ 3 
1.30@1.60| Black Drop 5 | 
1.20@1.50|Black Lamp 
@6 


-per ton — ooarao: 00 


Italian -nomina) 


ae a ® 100 Ib, nominal 
; 3e8's | English 00 Ib. nomina! 
9 @ ov jAmerican.#® 100 Ib. No. 1 1.25@— 
merican. #@ 100 Ib. No. 2 1.00@— 
[Umber 


fe | 
ee @18'%| Colors in O1l— 
|Black Lamp 
1,|Black, Coach, Japan 
|Black in oil 

|\Drop Black 

|Blue Chinese 

|Blue Prussian 

Blue, Ultramarine ....... 45 Black. Ivory 

Brown Vandyke 5 @385 (Mineral Blacks, 

French Ochre 18 (Blue, Celestial 

Green, Chrome, Pure 75 + #=\Blue, Chinese 

Green, Paris @75 ~— Prussian, Domestic, | 
|Indian Red .... oe | 


1.35 @1 50) 
Venetian Red 


Turkey, 
and Powdered 

| Raw and powdered 

Burnt, American 


18 @3 | 
i3,00@43, 00 jYellow., Chrome, Pure. j 
5 BP5 9 Oxide Red, native, lump...3%@ 4 


|Vermilion, Quick Silver, Ene'ich 
2.00@2.10 
-nominal 


8 
@27 
@38 


CHICAGO 


Office of 

Chicago, 

ALES on paints in the Chicago market are reported 
very satisfactory. While the building industry is at 

a standstill, dealers in paints and oils claim there is an 
unsually large amount of repair work going on and 
that farmers and house owners are using more of this 


‘Blue, Prussian Foreign nominat! Chinese 
allowed to take care of itself. The jobbing and whole- 
sale houses are still putting themselves in order for 
fall business, as it will have to be conducted under 
Government regulations of colors and sizes of con- 
tainers. In many instances inventories of stocks have 
been taken and lists containing the number of small- 
sized containers and colors are practically complete and 
ready to place in salesmen’s hands. At the moment 
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HARDWARE 
Aug. 14, 


product than ever before. There has been no change 
in the price of Linseed Oil reported this last week. 
However, the price on Turpentine dropped off one cent 
per gallon. 

Paints.—We quote f.o.b. 
per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal 

Linseed Oil.—We quote f.o.b. Chicago: Strictly pure lin- 
seed oil, in barrels, raw, $2.05 per gal.; boiled, $2.07 per gal. 
Prices quoted are for single-barrel lots. Larger quantities 
at the usual discounts. 

Turpentine.—We quote to retailers, f.o.b. 
pure turpentine, in barrels, 74c. per gal. 

Denatured Alcohol.—We quote to retailers, f.o.b. 
In barrels, 75c. per gal; 5 and 10-gal. cans, 95c. 
1-gal. cans, $1 per gal. Prices include containers. 

White Lead.—We quote pure white lead as follows 100-lb. 
kegs, 14c. per Ib. in quantity, single kegs $14; 50-lb. kegs, 
1414c. per lb. in quantity, single kegs $7. 25; 25-Ib. kegs, 1444 c. 
per lb. in quantity, single kegs $3.70; 121%4-lb. kegs, 144%c. per 
Ib. in quantity, single kegs $1.95; 500- ie lots or more, ec. 
per Ib. less. 

New York Plaster of Paris.—In barrels, $4 per 

Gilders’ Whiting.—In barrels (barrels, 50c. each), 
per cwt. 

Pure White Shellac.—(4-lb. 
per gal. 

Pure Orange Shellac.—(4-lb. 
per gal. 

English Venetian Red.—In barrels, 

Paste Wall Paper Cleaners.—Leading 
$15.50 per gro. 

The following differentials suggested on dry material over 
barrel price: 100-lb. lots. le. per Ib.; 50-lb. lots, 2c. per Ib.; 
5 to 25-lb. lots, 3c. per Ib. 


BOSTON 


Office 


Chicago: No, 1 house paint, $3 


Chicago: Strictly 
Chicago: 
per gal.; 


bbl. 
$2 and $3 
In gallon $4 


goods) cans, 


goods) In gallon cans, $3.75 
$2.50 and $4 per ewt. 


brands, $14.50 and 


of HARDWARE AGE, 

Boston, Aug. 17, 1918. 
HE paint business is below normal, as is to be ex- 
pected in August. The great bulk of salesmen are 

still enjoying their annual vacations and line trade is 


there is just about enough business coming in and over 
the counter to keep store clerks occupied. 

In paint circles there is more or less mental specula- 
tion as to what the fall holds in store in the way of 
business. There is no discounting the fact that the 
relatively high prices for paint have and will be an im- 
portant influence upon the consumptive demand. Then, 
too, the Government regulation of construction of 
houses, office buildings and the like practically elimi- 
nates from the paint market the large contractor who 
consumes during the year many thousands of gallons 
of stock. In Boston to-day there are but two or three 
such contractors who have been allowed to continue to 
build. But on the other hand there has been a pro- 
nounced increase in the public demand for paints, which 
in a large measure offsets the falling off in other con- 
sumptive channels. This condition unquestionably is 
based on economics, and is due to the high costs of 
paints and labor. Mental speculation, therefore, centers 
largely on the general public demand. A majority of 
the paint jobbers are inclined to look for an excellent 
fall business. 

BRUSHES.—The brush market is quiet and unchanged. 
Long white bristles from Russia are out of the market 
and the outlook for brushes made from such stock is far 
from encouraging. French bristles also are extremely 
scarce. The outlook is not as discouraging as it appears 
on the surface, however. Black bristles from (hina 
are plentiful and brush consumers are fast adapting 
themselves to ordinary black bristle goods, The manu- 
facturers of whitewash and similar brushes have ex- 
perienced some difficulty in educating the consumer to 
use black bristled goods. The quality of the black brush 
is all right, but the brush has its drawbacks. .A man 
whitening a ceiling with a white brush does not have 
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to be extra fussy about his work when the bristles come 
out of the brush. Working with a black bristled brush, 
however, he has to stop and remove the loose bristles. 
The manufacturer, therefore, to make black brushes 
popular will be obliged to make a better brush. 


Dry Cotors.—The market is well supplied with Amer- 
ican dry colors, but foreign products are scarce. The 
war will prove a valuable asset to the paint trade in 
the end because it will develop the science of chemistry 
in this country and result in a liberal supply of dry 
colors in the future. The Du Ponts and their millions 
already are making great strides along chemical lines 
and bid fair to be a world influence after the war. 
Other large interests also are making great strides 
along these lines. According to the latest reports the 
Eastman Kodak Company is about to construct a large 
building or buildings for chemical research work. Job- 
bing prices on dry colors follow: 

Barrel Lots—Plaster paris, $4 to $4.25 per bbl.; whiting, 


> 


commercial (bolted), 1%c. Ib.; whiting, gilders 2c. per Ib.; 
dry zinc, (American), 20c. lb.; lamp black bulk, lic. Ib. ; 
lamp black in 1-lb. packages, 19c.; raw and burnt umber, 8 
to 12¢c. lb.; raw sienna, 15c. Ib.; burnt sienna, 13 to 1dc.; 
Princes’ metallic brown, 2%c.; yellow ochre, 3}.c.; Venetian 
red, 2%c. Ib. 

Pound Lots—Paris green, in 1-lb. pkgs., 55c. Ib.: in 44-Ib. 
pkgs., 56c. Ib.; 14-lb. pkgs., 57c. Ib.; ultramarine blue, 24c. Ib. 

GLuEs.—The market for glues is quiet, but very firm. 
The outlook for supplies is encouraging, but what 
course prices will take, if they take any, is a matter of 
guesswork. Common gossip among the paint trade is 
that glues undoubtedly will go higher before they de- 
cline, because of the high cost of material and labor. 
Local jobbing quotations follow: 

Glued, ground, 18c. lb.; plate, 35c. lb.; bonnet, 45c. Ib. 


LEAD.—Jobbers report no trouble whatever in secur- 
ing lead supplies and practically everybody is well 
stocked up. Prices are very firm and not likely to 
change under Government regulation of lead, the metal. 
Jobbing prices are: 

White, in oil and dry, 124%4-lb. kegs, 14%c. Ib.; 25 and 50-Ib. 
kegs, 141%4c.; 100-lb. kegs and larger, i4c.; for 500-lb. lots 
and over deduct 5 to 10 per cent. Dry red lead and litharge, 
121%4-lb. kegs, 14%4c. lb.; 25 and 50-lb. kegs, 14%c.; 100-Ib. 
kegs and larger, 14c.; red lead in oil, 12%4-lb. kegs, l5c. Ib. ; 
25 and 50-lb. kegs, 14%c. Ib.; 100 kegs and larger, 14%¢c. Ib. 
Orange mineral, 12%4-lb. kegs, 14%c. lb.; 25 and 50-lb. kegs, 
14%c.; 100-Ilb. kegs and larger, 14\c. 

O1Ls.—For the past fortnight the price of linseed oil 
has remained stationary at $2 per gallon. The high 
prices brought about a decided slump in the consump- 
tive demand. The flaxseed market is virtually at a 
standstill and oil makers are busy trying to find sub- 
stitutes for linseed oil. Gasoline and kerosene both 
have been marked up % cent a gallon since last reports. 
Turpentine, on the other hand, has continued to ease off, 
to-day being quoted at 70 cents, a drop of 3 cents a gal- 
lon. At the moment, however, the undertone of the 
market is firmer, and inside interests are predicting the 
next price movement will be upward. Jobbers’ prices 
on oils follow: 

Castor oil practically under Government control; cylinder 
oil, 50c. gal.; gasoline, 50 gal. or more. 25'c. gal.: kerosene, 
30 gal. or more, 12%c. gal.; lard oil, $2.15 gal.: alcohol, de- 
natured, 77¢c. gal.; wood, $1 gal.; linseed, raw, $2 gal.; boiled, 
$2.01 to $2.02 gal.; neatsfoot, $2.15 gal.; sperm, $2.50 * 
paraffin, 35c. gal.; floor oils, 50c. gal.; turpentine, 70c. gal. 
in barrel lots. 

SHELLAC.—The market for shellac is strong and 
higher, prices averaging about 5 cents higher than last 
quoted. Jobbers and wholesalers both report difficulty 
in getting stocks. Shellac comes from India and after 
being landed on the Pacific coast is very slow in getting 
to the East. We hear of instances where shipments 
have been two and three months coming from ’Frisco 
to New York and even longer to Boston. Few con- 
sumers of paint realize that shellac is used in large 
quantities by hat manufacturers, makers of telephone 
equipment and by many other makers of things. As a 
staple its importance is recognized by the Government. 
The Government demands that paint jobbers and whole- 
salers in ordering shellac shall fill out a blank telling 
to what purpose it is to be put. This blank, when filled 
out, is returnable to the firm selling the shellac to the 
jobber. The firm then makes an entry in its accounts 
and in turn reports to the Government. The jobber not 
filling out the blank stands a very good chance of not 
being able to reorder until he has complied with Govern- 
ment regulations. Under the circumstances it is 
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natural to expect a very strong shellac market for some 
time. Jobbing prices follow: 

Shellac gums (small quantities), D.C. (orange), 90c. Ib.: 
V. S. O., 85¢c. Ib.; T.N., 70c. Ib.; bleached white shellac, 
85e. Ib. 

SUNDRIES.—The market for sundries, in common with 
the general paint situation, is quiet. Prices in prac- 
tically every instance are very firm and indications are 
they will continue so for some time, at least. Jobbers’ 
quotations follow: 

Putty (best) in 125-lb. drums, 6 to 714c. Ib.; 
in 225-lb. cases, 118-20 melting, 12% to 18c. Ib.; 
ing, 13c. lb.; 128-30 melting, 13 4c. 
15e. Ib. 

VARNISHES.—Prices for varnishes hold strong. Job- 
bers virtually have completed their lists of small con- 
tainers in stock and have put their houses in order 
for fall business. Indications are that varnishes will 
continue to hold very strong for some time because of 
the high cost of materials and labor. Manufacturers 
are inclined to go slow pending the development of 
business. 


paraffin wax, 
123-25 melt- 
; paro, in 600-lb. cases, 


TWIN CITIES 


Minneapolis and St. Paul, 

Aug. 14, 1918 
HIS is the dull season of the year, the time of paint 
salesmen’s vacations, and the season of innumer- 
able bugs, flies, moths, mosquitoes, and in spite of fre- 
quent rains, plenty of dust. The latter part of that 
statement probably should be given as the cause for the 
first part. Small sales hold up remarkably well, with 
very few house jobs being sold. The firsts frosts un- 
doubtedly will have a good influence on trade. Prices 
are strong and further advances may be expected. 
Stains are about the only thing showing a weakening 

influence. 

MIXED PAINTS.—Sales continue in small quantities. 
The change in price expected some time ago has not 
materialized locally. 

We quote from local jobbers’ stocks: First grade mixed 
paints at $3.10 per gal., and second grade at $2.15 per gal 
in 1-gal. case. 

LINSEED O1L.—Price has not changed, as no 
stocks have been received as yet. Sales are light. 

We quote from local jobbers’ stocks: Boiled linseed oil at 
$1.99 per gal., barrel lots; raw linseed oil, $1.97 per gal., 
barrel lots. 

TURPENTINE.—The market is very steady at present, 
with call light. 

We quote from local stocks: 
69l4c. per gal. 

PuTtty.—Sales are beginning to improve slightly, 
though colder weather is still far enough away so that 
the average person does not think of the storm sash 
with the broken glass. 

_ We quote from local stocks: Commercial putty, bladders 
in barrel lots at $5 per cwt., strictly pure at $5.55 per cwt. 


PITTSBURGH 


OCAL manufacturers and jobbers of paints report 

the new demand as very quiet, the spring trade 
being pretty well over, while fall business will not open 
up before late September or early October. About the 
only new building going on in the Pittsburgh district at 
present is the erection of company houses for steel 
works employees, and this is quite active. The Carnegie 
Steel Co. alone has about 800 houses for men under 
erection, and building operations at Neville Island, 
where the gun and projectile plant of the Government 
is being built are also active. Prices on linseed oil, 
white lead, and one or two other items, are slightly 
higher. We quote on the leading staples, f.o.b. Pitts- 
burgh, as follows. 

Paints.—No. 1 house paint, 
gal.; No. 3, $2.05 per gal. 

Linseed Oil.—Strictly pure, 
boiled, $2.02 per gal. 

Turpentine.—Strictly pure, in barrels, 82c. per gal. 

Denatured Alcohol.--In 10 gal. lots $1.00 per gal.: 5 gal 
lots $1.05, and in less quantities $1.10 per gal.; these prices 
including containers. 

White Lead.—Strictly pure, 100-Ib. 
to 50-Ib. kegs, 13c. per Ib.; 124¢-Ib. 
500-Ib. lots prices are 10% discount. 

New York Plaster Paris.—In barrels, $4.50 per bbl. 

Gilders’ Whiting.—In barrels (barrels 50c. each), $2.50 to 
my 
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new 


Turpentine in barrel lots at 


$3 35 per gal.; No. 2, $2.75 per 


in barrels, raw, $2.00 per gal.; 


>= 


kegs, l4ec. per Ib.; 25 
kegs, 14%c. per Ib. In 


Pure Shellac.—White (4-lb. goods), in gallon cans, $4 per 
eal.; orange, $3.75 per gal 
English Venetian Red.—In barrels, $2.50 to $4 per ewt. 
Paste Wall Paper Cleaners.—leading $14.59 to 
$15.50 per gross. 


brands 





Pie arial er am ne 


Current Metal Prices 


Hardware Age 


The quotations given below are for small lots, as sold from stores in New York City by merchants carrying stocks 

As there are many consumers whose requirements are not sufficiently heavy to warrant their placing orders with 
manufacturers for shipment in carload lots from mills, these prices are given for their convenience. 

On a number of articles the base price only is given, it being impracticable to name every size. 


fron and Soft Steel Bars and Shapes 
aapaed iron: Per ID 
to 1% in., round and square... 4.744%4¢ 
i” to 4 in. x % tol in.... 4.74%¢ 
1% to 4 in. x 4 to 5/16 in 4.94%¢ 
Burden’s H. B. & 8S. bar iron, base pri .6.40¢ 
Burden’s Best bar iron, base price.... .6.60¢ 


Soft Steel: 


% to 1% in., round and square...... 4.14%¢ | 


1 to 6 in. x % im. to 1 in............ 4.14%¢ 
1to6in.x % and 5/16 in 4.% 

Rods—% and 11/16 

Bands—1% to 6 x 3/16 to No. 

Shapes: 

Beams and channels—3 to 15 in........ 


y% in. and larger.........+.-. 
93/18 in. gs Big DD ia 6 4:66s.2-0 0 ee 
2% in. x & i 
2% in. x se in. and thicker.. 
1 to 1% OTS 4) 2 ee 
1 to 1% in. x % in Ss ab Keb eb oe ea 
% 


Y% 


» & S/IS In... wccvves 
p STI ee re x 
SS a ey | err 
ee re ier : 


Merchant Steel 


Bessemer Machinery 
Tire 

Toe calk : 

Open-hearth spring steel. occcc ce 400 to 8.0086 
Standard cast steel, base ‘price e....15.00@16.00¢ 
Extra cast steel 18, 00@ = 00¢ 
Special cast steel 


Tank Plates—Steel 
¥% in. and heavier 


Sheets 
Blue Annealed 


| Patent planish 
| 
Norway Bars, base price..........---++-. 20.00¢ 


)} 10 14x 20, 107 
20 


Genuine Russia as_ per assortment. . ..2244 @25¢ 
Dewees Woo 


Galvanized 


1 SRS 4 Sea SD. 8.2416¢ 
Yo. 28, 36 in. wide, 10¢ higher. 


Corrugated Roofing, Galvanized 
2% in. corrugations, 10¢ per 100 I. over flat 


sheets. 


Tin Plates 
Charcoal Plates 

AAA charcoal: 
om SS Aree ee ee nominal 
Be AS BE Wes ca ccnetasvevesneanvesee nominal 
A charcoal: 
IC 14 x 


Coke Plates—Bessemer 
IX 14 x 


Terne Plates 


0 x 28 with an 8-lb. coating 


Ic nominal 
IX 20 x 28 with an 8-lb. coating 


nominal 


Brass Tubes, Rods and Wire, and 
Copper Tubes 


Manufacturers have withdrawn all quotations 
because of unsettled prices of raw materials and 
will only name prices to actual buyers. 


Copper Sheets 


A 11 to 11%¢; B 16 to 10%¢ net | 


Per box | 


nominal | 
WUTTTTIRTUT Te eee nominal | 


Copper Wire 
Base price, at mill 


nomina 
nomina) 


Lake Ingot 
Hlectrolytic 


Snes ase RSS Ch ee R Sd RD ORREA Sb 27.30¢ 


Spelter and Sheet Zinc 


Western Spelter 
Sheet Zinc, No, 9 base, casks..17¢; open 17%¢ 


Lead and Solder 
American pig lead 
d 


| Bar Le 


No, i 
Refined 2% 
Prices of solder indicated by private ‘brand 


vary according to composition. 


Babbitt Metal 
Best grade, per ID 


| Commercial grade, per M..........+0+-005 


nominal | 
Se ee 1 0.05 S sa. cnect ne pecéesebeet nominal | 


Antimony 
Asiatic 16@18¢ 


$4.50@$85.m 


Aluminum 


No. 1 aluminum (guaranteed over 99 per 


cent pure), in ingots for remelting ioe 
load lots), f.o.b. mill, per : 
In 100 Ib. lots 


Old Metals 


Demand is very light. 
nominally as follows: 


Dealers are paying 


Cents 
per Ib. 
Copper, heavy and crucible... . 24.00 


Sheet copper, hot 
5.69 ee 40¢ from stock, 


Bor Annealed—Blark 
One pass, C. R. Wood's 
soft steel refined, 





vance over hot rolled. 


polished. 


rolled, 16 oz. (quantity 
lots), base price, per Ib., 


Cold rolled, 14 oz. and heavier, 1¢ per lb. ad- | 


extra; over 20 in. wide, 
per lb. Planished copper, 1¢ per sq. ft. more than 


Copper, heavy and wire 

Copper, light and bottoms. 

Brass, heavy 
| Brass, light 
Heavy machine composition........ 
No. 1 yellow brass turnings... 


38¢ net from mill, 


Polished 20 in, wide and under, 1¢ per sq. ft, | No. 1 red brass or composition turn. 
2¢ per sq. ft. extra. ings 


Lead, heavy 
aad, f 


7.60¢ Tinning, one side, 6¢ per sq. ft. ' Zine 








Turnover 


By EARL B. SHIELDS 


HICH feature do you consider more serious- 
W ly when you contemplate stocking a line of 

merchandise—the margin of profit on a 
single sale, or the total volume of sales you may 
reasonably expect from it? 

Few retail merchants seem to realize fully the 
significance of the term “turnover.” Few, we be- 
lieve, understand the importance of quick sales at a 
small margin of profit, as compared with slow sales 
at a more liberal margin. At first blush the large 
profit is alluring, and many an unwary dealer fails 
to discover that it’s merely a “bait,” until he has 
swallowed it, hook and all, by stocking his shelves 
with an unadvertised, slow-moving, hard-to-sell 
brand of goods. 

The manufacturers of unadvertised brands tell 
him they can offer him a larger margin of profit 
because they don’t spend fabulous sums of money in 
advertising, as do their competitors; they ‘“‘save that 
money and give it to the retailer.” 

They fail to explain that it is necessary to offer 
the larger margin in order to induce the merchant to 
stock an unknown brand for which no demand has 
been created, or one with which he will have to 
throw in a five or ten minute selling talk with each 
item in order to move it from his shelves. 


The margin of profit isn’t nearly so important a 
factor in merchandising as salability. 

To be explicit, a ten cent profit cashed in 500 times 
a year is preferable to a fifteen or twenty cent profit 
cashed in 175 times a year, to say nothing of the 
additional effort required to sell the unknown brand, 
or the advertising value for the merchant in han- 
dling a nationally known product. 

Quick turnover plays an important part in the 
business of the successful hardware or implement 
dealer. 

He selects his stock first of all for its salability, 
depending on quick, easy sales for his profit. He 
keeps his investment in merchandise low by stock- 
ing a limited number of brands and pushing them 
vigorously. He carries, so far as possible, nation- 
ally advertised products of known value and wide- 
spread popularity, and so “cashes in” on the manu- 
facturer’s guarantee and the demand created by his 
publicity campaigns. 

He finds it unprofitable to have to “introduce” a 
brand and repeat its pedigree to every prospective 
buyer, when it is possible to sell a brand for which 
all of this preliminary work has already been done 
by the manufacturer. 
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_ Canning the Deutschhund 


(Continued from page 65) 
“Best I Hav2 Ever Read” 


Roswell, N. M., Aug. 7, 1918. 


Dear Sir: The writer has read your editorial in the 
HARDWARE AGE, July the 25th, entitled “Mr. Buyer, 
It’s Up to You,” and I believe it to be the best I have 
ever read along this line and would be pleased to 
have you send us a quantity of reprints for dis- 
tribution, as I believe that this article should be read 
by every individual in the United States, if not the 
entire world. 

You have without question expressed the sentiment 
of every right-thinking buyer in the United States 
and I believe that the ideas set forth in your article 
should be pressed upon every individual who buys 
goods of any description. If you mail us a quantity 
we shall see that they reach appreciative hands and 
be read with interest. Yours very truly, 

ROSWELL HARDWARE COMPANY, 
W. F. Witt. 


German Made Knives Free 


Sheldon, Iowa, Aug. 8, 1918. 


Dear Mr. Soule: I happen to have in stock a few 
German made pocket knives. I shall not sell one of 
them. I intend to put them in my window with a 
sign stating that anyone who is slacker enough to 
carry one may help himself. I should like to have at 
least 100 reprints of your fine editorial, “Mr. Buyer, 
It’s Up to You.” I can place them to good advantage. 
In writing this editorial you have rendered a service 
that is priceless—never again shall I purchase or know- 
ingly offer for sale any German made article. 

Yours in spirit, 
L. A. HENDERSON. 


Made His Resolve 


South Lawrence, Mass., Aug. 9, 1918. 
Dear Sir: After reading your article, “Mr. Buyer, 
It’s Up to You,” I immediately resolved, as every 
red-blooded American buyer should, to buy no more 

German-made goods. 

I could use about 50 reprints of the above. 
find 10 cents in stamps to cover postage. 

Yours very truly, 
LENANE SUPPLY CO., INC., 

Henry V. Lenane. 


Enclosed 


In Full Accord 


94 Lafayette Street, 

New York, Aug. 10, 1918. 
Dear Sir: Will you kindly send to us, attention of 
the writer, one-half dozen copies of your booklet “Mr. 
Buyer, It’s Up to You.” We certainly are in full 
accord with your feeling and would like to distribute 
some of these to our export buyers. Yours very truly, 

RUSSELL & ERWIN MFG. CO. DIV. 
F. H. Ritterbusch, Export Dept. 


German Knife Banned 


San Francisco, Cal., Aug. 6, 1918. 

Friend Roy: I took a great deal of pleasure in read- 
ing your very fine article, “Mr. Buyer, It’s Up to You.” 

It was great, fine stuff. My sentiments exactly. 
Please send me 1000 reprints so all California Hard- 
ware Merchants will have the opportunity to read your 
article and put same into practice. 

Before we declared war on the Hun I carried a 
German knife, I am sorry to admit. But a year or 
more ago I refused to carry same, and no more Hun 
stuff for me. 

With very best wishes, I am, Very sincerely yours, 

ROY SMITH. 
California State Retail Hardware Association. 


Sec. 









Convincing 
Detroit, Mich., Aug. 2, 1918. 

Gentlemen: Please send the writer one or two more 
copies of the reprint from HARDWARE AGE of July 25th, 
1918, entitled “Mr. Buyer, It’s Up to You.” 

Let me congratulate you upon the stand you have 
taken. It is one which surely all true Americans will 
back you up in, in fact, anyone who will not is not 
a true American. 

One who is only half way convinced cannot read Mr. 
Soule’s article without being pulled across the line. 
It is certainly convincing. Yet it seems to me that 
there is going to be more than the one side of it, that 
is, that it is up to us as buyers. It is going to be up 
to the big wholesale buyers and importers, for surely 
men who would not hesitate to commit the crimes the 
Germans have been committing would never hesitate 
to incorrectly label their goods. 

How are we to know for sure, after the war is over, 
that we are really buying American-made products? | 
am very much interested in this matter; any further 
information you can give me will be very much ap- 
preciated. We will try to use parts of this in Federal 
“Traffic News.” Very truly yours, 

FEDERAL MOTOR TRUCK COMPANY, 
J. C. Pickens, Advertising Dept. 


A Text Book 


Newark, N. J., Aug. 7, 1918. 

Dear Sir: We fellows in the hardware business 
should congratulate ourselves for having a man to lead 
off in our fight against reptile goods, who has two 
fists on the ends of his arms. 

We have all felt the disgust and abhorrence for things 
German but have been fighting, in a trade way, from 
too many angles, in a disorganized way and I be- 
lieve your editorial will be accepted as a text book 
for our further efforts. 

Don’t weaken, give us all you have. If you need 
ammunition, I for one will gladly do my humble share 
to free the trade from the slimy coils of German 
dirty competition. 

Bring on your heavy artillery, we’ll work the machine 
guns. Very truly yours, 

H. D. NEFF, 
J. Wiss & Sons Co. 


Strikes the Keynote 


The Chamber of Commerce, 
Portland, Me., Aug. 9, 1918. 

Dear Sir: We have before us‘copies of issue of the 
HARDWARE AGE of July 25th and August Ist, 1918, con- 
taining your most excellent article entitled “Mr. Buyer, 
It’s Up to You.” 

Nothing has come to our attention during the period 
of the war that strikes the keynote of the German 
propaganda situation so much as these editorials and 
we take this opportunity of commending you upon the 
excellent work done by you to bring so forcibly to our 
people the folly of purchasing “made in Germany” 
articles. 

We note at the conclusion of your articles statement 
that reprints of these will be furnished gratis upon 
request for distribution where they will be of value. 

We are very anxious indeed to distribute the reprint 
of these two articles to the 1400 members of this 
Chamber of Commerce and if you will send us that 
number we will see that they are mailed out to our 
members at an early date. Very truly yours, 

M. B. MOODY, 


Executive Secretary. 


Can Make Good Use of Them 


Sellersville, Pa., Aug. 1, 1918. 
Gentlemen: Please send us a few reprints of “Mr. 
Buyer, It’s Up to You.” We can make good use of 
same. Thanking you in advance for the kindness, Re- 


spectfully yours, 
W. B. SMITH & CO. 





Publicity for the Retailer 


Mohr-Jones Hardware Company Uses Ad Occupying Entire 12-Page Section 
of Newspaper—Seasonable Ads from the Carlisle Hardware 
Company—Sumner Company Issues Special Folder 
Announcing New Auto Accessory Department 


By Burt J. Paris 


Hot Waves and Hardware Publicity 
No. 1 (2 cols. x 8 in.) 


hel has been pretty hot around these parts latély 
and before September 15 draws around we'll 
be due for some more scorching seances. We were 
working at home one evening finishing up our daily 
stint and after trying to write with one hand and 
mop perspiration off with the other during a period 
of about an hour, we gave up the ship. 

The next day we saw a local hardware ad with a 
life-like picture of an electric fan from which was 
emanating a great number of wavy lines indicating 
a breeze created. That night before 6 p. m. that 
hardware shop had us hooked with the fan ad and 


mwawwC ARLISLE’S 
There’s a Hot Wave Coming 


Saturday and 
| {Monday Special 





Domestic $42.0! 
Electric Irons 
A high-grade electric iron that will ites you to 


do your ironing in solid comfort—and save coal. 
Special for Saturday and Monday Only $3.50 











Electric Fans 
POLAR CUB—The Little Wonder—for 
the home $5.85 
The Celebrated WESTINGHOUSE— 
8-inch 


Oscillating, 10-inch 


Cook in Comfort! 
With a New sapenievevses Oil soem 


In your own kitchen, sa 3 
in your Summer home, ——— — 
in the woods, or .on iw, \ ° 
your yacht, you can = - 
cook a course dinner rm } scl] | 
for the whole family = = 4 
with as perfect results . 4 
as you can get from a pt ——— 
gas or coal range—and 
at a tremendous sav- T 
ing of coal—and be 
cool and neat when you 
sit down to enjoy your 
dinner. 
2-Burner—No 62 Junior $9.50 
2-Burner—No 32 
3-Burner—No 33 | 


OVENS —To fit right over — stove. 
For single burners. . 2 and $3.50 
For double burners, $4. 50, i. 98, $6.20 


CARE 


Carlisle Building 


HARDWARE Co. 


326 Main Street 


1. How to cash in on the heat wave 
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we took no chances on delivery, but hied out of the 
store with the canned breezes under our trusty right 
wing. Suffice it to say, we put in an extra hour tha» 
evening writing with one hand and puffing a per- 
fecto with the other. 

Consequently we seized upon this hot wave ad 
from the Carlisle Hardware Company, Northamp- 
ton, Mass., with great glee. For here is an electric 
fan to cheer the housewife by day and by night and 
to cool off the head of the house. Here is an electric 
iron that concentrates the heat where it is needed 
and not all over the house; then that oil stove for 
mother whether she is at home or off at the summer 
bungalow. Yes, sir, this is a fine ad to look at dur- 
ing these doggish days, and we'll stake our old hat 
that the Carlisle people had some busy times of it 
after they put this ad in the papers. 


{ pews CARLISLE’S  aaaaanaaaanaanaananaaaey 


‘ 


+A Summer of Solid Fun 
For the Kiddies 


Nothing must be allowed to interfere with the children’s 
fun. This is their playtime, and the happier you make 
them now, the better men and women they will become. 


Coaster Wagons 
For Real Boys 


No sissy carts—real wagons 
with regular automobile 
wheels. A dandy play wagon 
for all kinds of games, or a 
business wagon to run er- 
rands for mother, 


$3.75, $4.25, $5.25, 
$5.75, $6.50, $7.50 


PUVUC UVC CVTCCUCCUCCCCCCT 


i i i i i i i i i i i hi hl i ii hi hh i hh i i hn bb hb hn bn bb i bp tp tp ts, 


Kiddie Cars 


Sturdily built little three-wheelerg which the 
little tots can ride with safety. And the kid- 
dies just love them! 
No 2 No 3 No 4 No 5 
$1.75 $2.25 $3.00 33.50 


HEADQUARTERS FOR VELOCIPEDES, HAND CARS, 
BICYCLES, CARTS, AUTOMOBILES, SCOOTERS 


A Porch Gate 


Piazza an Outdoor 
Nursery A A 
Put it at the entrance to your piazza 
and you have a perfect oy 
room where the baby can play 
long, safe and happy. Put at the Prom 
of the s S will keep the baby 
from falling 
Made of cdeiaed Norway pine, 
weatherproof, light and strong. 


In four sizes—4, 6, 7 and 8 ft. (extended) 
$2.25 $2.75 $3 $3.25 
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Carlisle Building 326 po St. 


Makes the 

















POPPE DIP DD PEP IP PDIP PP PPD LAS 








veeeveCereeeyVyVerTeeT eee rereVrTCrCrrTrVeVrTTrTTTreTCr 





2. A whole ad in the interest of the children 
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HIGH GRADE ALUMINUM COOKING UTENSILS 


The most economical ware to buy, where service and. durability are 
desired; it has no equal 





The Wagner Ware 
Fry Pans 
Tea Kettles 
Double Boilers 


The Wear-Ever Ware 
Bread Pans 
Roasters 
Preserving Kettles 


GUARANTEED TO GIVE PERF ECT SATISFACTION 


Try them, they are 


We carry only the 
best better than the rest 





We invite you to visit our House Furnishing Department 


Glass Dishes 
B24 for Baking —__ 





Quality Made Tools 


Tools 
for 
Every 
Purpose 


THE TRANSPARENT OVEN WARE 
Cannot be beat—Will not break from oven heat 


meres ee 


ATKINS AND DISS TON HAND SAWS 





[\ isit our Stove and Range Lepartment | 


SEMEL OIL STOVES 





Hammers 
them with or i Screw Drivers 
ithout the and 
high back sheif 
Also with one Chisels 
flame that 


or two burner 
heats. ve 


A warm weather suggestion 
THE CALORIC FIRELESS COOKER 


It roasts 

It stews 

Tt bakes 
The finest o 


Genuine 
Aluminum 
Lined 
Will not rast 
nor corrode. 


The Caloric will cook food better, more thorough than 
any other method; furnished with single or double 
compartment 


THE RACINE JOURNAL-NEWS—MOHR-JONES HARDWARE CO.'S EDITION. 


FURNISHINGS FOR THE HOME 


Hand 


Will Prolong the Life of Any 
Rug or Carpet. 


It Gets All the Dirt. 


Save Your Health-- 
Buy a Hoover. 
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BATH SPRAYS AND BATH ROOM FIXTURES 
MEDICINE CABINETS, MIRRORS 


Glass and Metal 
Towel Bars 
Soap and Sponge 
Holders 


Bath Room Stools 
Toilet Paper Holders 
Also Toilet Paper 
and Paper Towels 


ELECTRIC SAD IRONS OF MANY KINDS 


The American 
Beauty 
The Dover 











=I Athenic Bronge | ¥ 
£ mingars 
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Carpenters 
and 
Cabinet 
Makers 





lanes 
Hatchets 


THE WHITE MOUNTAIN REFRIGERATOR 
THE BOHN SYPHON REFRIGERATOR 


Two of the best manufactured 


Le i mo MM TT 


MOHR-JONES HARDWARE CO., Racine’s Leading Hardware Store j 
t AUAONEUA ORCL HORAN 


3. An achievement in retail hardware publicity 


An Ad for Kiddies 
No, 2 (2 cols. x 8 in.) 


ERE’S another Carlisle Hardware announce- 

ment and this time the kiddies come in for ex- 
clusive attention. Summer and fall are the times 
when wagons and coasters and kiddie kars are in 
great demand and it will pay you to devote an en- 
tire ad to their presentation as is done in this Car- 
lisle ad. 

Some people have the habit of calling on the de- 
partment store when in need of toys for the chil- 
dren, and a few ads patterned after this one will do 
much to change that trading habit. This part of 
the stock of the modern hardware store has been 


greatly neglected in the advertising. This Carlisle 
ad is the first exclusive toy ad we have seen for 
some time. 

It’s never too late to mend and there’s plenty of 
time left to sell kid’s locomotive accessories so 
frame up some ads on your particular stock and 
send them over to the newspaper double quick. Use 
this one for a model, if you haven’t time to think 
out a new one. 


An Advertising Achievement 


No. 3 (Full page ad.) 


URING the years that we have been studying 
hardware publicity, we have noted some really 
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wonderful achievements in retail 


hardware advertising. Whole sec- ] ¢.s, Johnson & 


| 


San | “RAJAH” SPARK PLUGS. 





tions of newspapers have been used 
to tell the story of the founding and 
progress of hardware concerns. 
Again we have the pleasure of set- 
ting forth a few facts concerning 
the recent announcement of the 
Mohr-Jones Hardware Company, of 


Line 
JOHNSON’S CLEANER. 


It will re 


nok s¢ 
jure the 
any way 


8 oz. Tin. 


Put up espe 
for Auto Cleaning? 


Spark I her 79 are a vital part of your Car. 

Proper ignition ix gual of 

Rajab,” @ plug that always insures maxi- 

mun power for the mo! jotor and with proper 

| care will last ‘ndefi nately 


i inch Ne. 2 Ford ee 
M5 inch Regular $1.25 each 
* Inch Long J 
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finish tn | 
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Racine, Wis., which occupied twelve 
pages—an entire newspaper sec- 
tion—in the July 6 issue of the 
Racine Journal-News. 

In conception, make-up, material 
and scope, this Mohr-Jones job is 


recognize 
Not only, 
make y« 
shine but p 
the varn 
covers up 
es. 


JOHNSON’S AUTO-WAX. 


A body po 


5 ox. Tins. 
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preserves 
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Ford 
Cars 
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one of the most complete pieces of 
publicity we have ever had the 
pleasure of studying. Excepting 
metropolitan department stores, we 
do not know of another retail trade 
that has used so many imposing 








Tire Chains are a very necessary part of your equipment. 
naught are made for hard service and have stood up 


most severe tests: Made with electric welded eros 


: ~~ Cheapest vat oupesanes 

ek» the. ignition 
pt A screw driver tt 
to instal, 


wn d the 
ested, Rust-proof Rim Chains and Copper Plated | 0's 
$4.50 each 





e stock the following sizes 





publicity stories of this kind as has 
the hardware trade. 

We reproduce a page from this 
Mohr-Jones section to give you an 
idea of the items included in the 
presentation, but this ad, imposing 
as it is, is really but a part of the 


ur engine 


n ousce of Remover 


Medium 
Large 


JOHNSON’S CARBON REMOVER. 


starts knock 
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put in each 





“ALWAYS WARNS” 
rus have a distinetive and peew 

It their own, whieh puts ther 

of the list of hand operat 

ught, but heavier than others i" 
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$1.00 | vis!ly on light cars 


1.765 | 
3.00 |30 x 31, per pair 
| ie 


- $4.00 each 
€.00 *« 





$3.00 31 x 4, per pair 
3.30 324 « 





announcement as a whole for a to- 
tal of eight and one-half pages of 
advertising were used out of the 
twelve total. 


Ab lutely removes all ¢ 
rahator freeing no matter 


5 Ib. Packages 


JOHNSON'S FREEZE-PROOF. 


tanger of you 
what the tem 





MOSLER SPARK PLUGS. 


tha reputation for service second 
Price 


ree grades 








The balance of the space was di- 
vided as follows: On the first page, 
portraits of the officers of the 
Mohr-Jones Company, glimpses of 
the store interior, and a vista of 
the store from the outside. Two 
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SUMNER COMPANY 
Moncton, N. B. 


| Packed in Carton $1.50 
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big stories start on this page, one 
tracing the growth of the firm, the 
other showing how the store is 
modern in every appointment. On 
page 2, there is a story of the firm’s 3 per cent dis- 
count plan and how it means a saving to all of its 
customers. This is a most important story to be 
included in an announcement of this kind. Page 3 
was devoted to a story of the Mohr-Jones factory 
with illustrations of factory and employees. There 
is also a story concerning the officials of the com- 
pany: Mr. J. W. Jones, Pres., Treas. and Genl. 
Mgr.; Mr. C. C. Gittings, Seety.; Mr. G. G. Jones, 
Vice Pres. and Mgr. Sheet Metal Works. 

A most interesting page is the fifth. Under the 
title of “‘Department Heads and Employees of the 
Mohr-Jones Hardware Company,” there are grouped 
35 oval portraits of Mohr-Jones men. This page 
gives a keen personal touch to the entire section and 
is a noteworthy feature of this great publicity re- 
view. 

The balance of the section is devoted to page ads 
featuring the different lines carried by the house. 

We congratulate the Mohr-Jones Company on 
this notable achievement in hardware publicity and 
we feel that every penny invested in this wonderful 
advertising effort will earn dividends for the firm. 


A 


Anriouncing Auto Accessory Department 


No. 4 (11 in. & 14 in.) 


HE Sumner Company, Moncton, N. B., recently 
installed a very complete auto accessory depart- 
ment and here is the first announcement made to 
the motoring public. 
This is a page from a four-page circular and 
gives a good idea of the general make-up of the an- 
nouncement. Three pages were laid out about like 


complete auto accessory announcement folder 


this and the title page was more of a display an- 
nouncement and opening talk. 

A supplement consisting of an extra page printed 
on one side and featuring oils and grease was insert- 
ed in the folder. 

Goods are listed in an effective manner on t'is 
page. A display line or two, complete description 
of the item, illustration and price combine to make 
a complete sales appeal. 

This circular was put up in something of the form 
of a store paper which leads us to believe that with 
the second number, the Sumner Company intends to 
come forth with a full-fledged store paper. Don’t 
forget to send us a copy. 


Making Machine Gun Records 


HE New England Westinghouse Co. is making a 

production record. The company’s plant at East 
Springfield in June turned out 2129 heavy Browning 
machine guns for the Government, whereas the sched- 
ule called for 200 guns. 

The July schedule called for 400 guns, but the com- 
pany turned turned out something like 3000. The com- 
pany’s production of light Browning automatic rifles 
is about double that of the heavier type, and the maxi- 
mum capacity has by no means been reached. 

Unfortunately the company has not secured all the 
equipment necessary to keep its East Springfield plant 
running &t capacity. While waiting for master gages, 
manufacturers’ gages are being used. Though the lat- 
ter do not bring down to the ten-thousandth part of 
an inch like the master gages, they turn out perfectly 
satisfactory machine guns. The barrels for the ma- 
chine guns are cut to size instead of being put through 
the forge method and rolled to length. 


Reading matter continues on page 84 
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DVISE your customers to get ready NOW for 

cold -veather. Suggest that they fix the windows 
weather-tight and prepare to protect themselves 
against the wintry blasts, which will surely come. 


Substantially made, with features of design that in- 
sure the maximum of strength, convenience and utility, 
Stanley Peerless Storm Sash Hardware is now of special 





importance. 


Keeping windows shut, keeping heat in and cold out means 
coal saved, and this is the year when coal must be conserved 


Write today for this new Storm Sash folder, and state 
number of copies you can use—they will be sent im 
printed with your name and address free on request 


THE STANLEY WORKS 


New Britain, Conn., U. S. A. 
CHICAGO—73 East Lake St. 








NEW YORK—100 Lafayette St. 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all 
kinds, including Stanley Ball Bearing Butts Also Pulls, Brackets, Chest 
Screen Window and 


Handles, Peerless Storm Sash Hangers and Fasteners ; 
Blind Trimmings; Twinrold Box Strapping, and Cold Rolled Strp Steel 


Stanley Garage Hardware is adaptable for factory and mill use. 

















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 


Hardware Manufacturers 


by 


Barn Cleaner and Hand 
Weeder 


The C. A. Hazlett Dandelion Rake 
Mfg. Co., Kearney, Neb., offers two 
tools useful to the farmer, poultry 
man, gardener and flower grower. 
The Hazlett Barn Cleaner is for use 
in barns, dairy barns, chicken houses, 
pig pens, sheep pens, rabbit hutches, 
stock yards, any place needing to be 
cleaned of refuse too fine for a pitch- 
fork. It scrapes clean, carrying every- 
thing before it, it is asserted. It is 
especially effective in dairy barns, 
rabbit hutches and chicken houses, 
either cement or dirt floors. Made of 
blue annealed steel, well braced, 
strong and durable. Five-foot handle. 
Shipped knocked down, 12 heads to a 


Hazlett Barn Cleaner 


carton and 12 handles to a bundle. 
Weight 36 lb. per dozen. Heads, 
braces and ferrules painted green. 
Retails for $1. Shipment can be made 
immediately and in any quantities, 
the manufacturer says. 

The Hazlett Hand Weeder is an 
adaptation for another use of the ef- 
fective V-shaped teeth that does the 
work in the Dandelion Rake. A handy 
tool for weeding out between plants 
in the garden, onions, peas, beet fields, 


Hazictt Hand Weeder 


etc., and for use in the flower gar- 
den. It is used also as a mulcher 
of the ground around plants. The 
opposite side is sharpened for a hoe. 
Made of blue annealed steel, both head 
and ferrule 4 inches wide, good well 
turned handle 18 inches long and 50 
inches long. Packed half dozen in a 
box. A 40c. and 50c. seller. Short 
handles weigh about 5 lb. per dozen. 
Long handles weigh about 8 Ib. per 
dozen packed. 


Lunch and Carafe Sets 


The pleasure and profit obtained 
from journeys by automobile, excur- 
sions and picnics, may be greatly en- 
hanced by the ability to carry lunch- 
eons so they may be available in ap- 
petizing form, because of the con- 
veniences provided for handling food, 
especially those when best served hot 
or cold, aside from the question of ex- 
pense and delay at crowded resorts. 
The Vacuum Specialty Company, 
Meriden, Conn., manufacturers of the 


No. 51 Lunch Set 


“Hotakold” vacuum bottles, carafes, 
jars, jugs, etc., have added to a large 
line of these commodities a new series 
of lunch sets. 

The No. 51 Lunch Set is all metal, 
green enameled on the outside and 
sanitary lacquered on the inside. The 
bottle has an octagonal case, which is 
both ornamental and easier to hold in 
the hands than the ordinary round 
case. The bottle is held in place in 
the cover of the lunch box by a unique 


No. 55 Lunch Kit 


spring steel enameled holder, which 
snaps into place and sawes the trouble 
experienced with buckles or straps. 
The No. 55 Lunch Kit is much the 
same as the No. 51 kit except that the 
bottle is made with the round case and 
has in addition to the bottle two alum- 
inum food trays. These trays nest 
one on top of the other and are very 
desirable for holding semi-solid foods 
such as jellies and sauces and can be 


No. 162/12 Carafe Set 


used for baking individual pies or 
cakes. 

The No. 162/12 Carafe Set is one 
of a new line of decorated carafe jug 
sets which the company is now intro- 
ducing. The case and tray have a 
white enameled base on which the 
decoration shows to good advantage. 
These sets are made in pint and quart 
sizes and in quite a variety of decora- 
tions. 


Improved Washer 


The Globe Mfg. Co., Perry, Iowa, 
announce improvements on their Hand 
and Power Washer. The improve- 
ments that have been put on this ma- 
chine are as follows: The belt pulley 
has been put on the opposite side from 
the drain board so that the machine 
can be operated in connection with 
gasoline engine direct from a line 
shaft and the belt not interfere with 
the wringer; the shifter is arranged 
so that it works either running direct 
from engine or running from the line 
shaft. Another distinctive feature is 
that when the lid is locked the belt is 
thrown on the tight pulley; when the 
lid is unlocked the belt is thrown on 
the loose pulley—thus it is not neces- 
sary to stop the engine or throw the 
belt off the engine to stop the washer. 
The engine can be left running and 
the power quickly shut off by unlock- 
ing the lid. 


Quicker Yet Combination Hand and Power 
Vasher 


The Quicker Yet Combination 
Washer is designed for both hand and 
engine power operation. It is built to 
withstand the wear and tear caused 


Reading matter continues on page 86 


84 








August 22, 1918 HARDWARE AGE 








Success In Business 
Comes From Making Friends 


It’s poor business to sell goods on which you make nothing but 
money. Success in business comes from making friends of your cus- 
tomers. If you sell a door hanger that fails to make a friend of your 
customer he will not come back. 


It’s the repeat orders 
that make you successful 
in business. 


Richards-Wilcox 


Sliding Barn Door Hangers 


bring back your customer for more. He recommends 
them to his neighbors—because his doors roll easily. 


The doors roll easily because R-W hangers are scien- 
tifically constructed to give exceptional service. 


Storm-proof, Bird-proof, Trouble-proof, Jump-proof. 


Made in styles and sizes to cover every possible door- 
way condition and various weights of doors. 


Your R-W General catalog gives full 
details and illustrations. 


Richards-Wilcox Barn-Door Hangers 
are easy to sell because easy to roll. 


Ri chardsWilcox Manufacturing (0 


SAN FRANCISCO AurorA, ILurnois, USA. pemenenenma 


BOSTON 


enue Richards-Wilcox Canadian Co,Ltd.London ,Ont. epneuls 
“Ahanger for any door that slides” 
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by engine power operation. The legs 
are well braced. Although construct- 
ed so as to be a durable and efficient 
power washer, it is just as good a 
hand washer, it is claimed. It is a 
speeded gear machine, and is speeded 
about six to one. The gears beneath 
the tub are cut gears, which fact, to- 
gether with the heavy balance wheel 
and the general design of the machine 
accounts for its easy running. One of 
these cut gears is a fiber gear, which 
makes the machine run very quietly. 
The bearings or boxings for these two 
gears are cast in one frame, which 
makes it impossible for the gears to 
get out of alignment or mesh. 

Louisiana red cypress is used ex- 
clusively in the manufacture of Quick- 
er Yet Tubs. Cypress is not subject 
to excessive warping, shrinking or 
splitting, and does not give forth an 
odor. The entire inside of the tub is 
corrugated, even the inside of lid. The 
tub legs are a continuation of the 
staves. Inside measurements of the 
tub are: Diameter at bottom, 22 in.; 
diameter at top, 20 in.; height, 12 in. 
There are no bolts, nails or screws 
through the tub proper. A metal drain 
spout makes-it easy to drain all water 
from the tub without tipping. 

The tub is finished in the natural 
wood. Metal parts that are likely to 
come in contact with the washing are 
electro-galvanized. All other parts 
are finished in gold bronze or black 
enamel, 


Ingersol-Lite _ 
Robt. H. Ingersoll &- Bro., New 


York, Chicago and San Francisco, 
have just put on the market a lu- 
minous device which is said to appeal 
to hardware men who sell electric 
lamps and fixtures. It is an adapta- 
tion of that self-luminous substance 
which is used on the hands and fig- 
ures of the Ingersoll Radiolite watch. 

A small unbreakable glass tube is 
filled with this luminous material and 
completed with a new brass cap which 


New Ingersoll luminous device 


is so devised that the Ingersol-lite 
can be attached to an electric light 
switch or key socket by a twist. No 
tools or skill are required to attach 
it. 

During the daylight it looks like a 
jeweled trinket. It takes the place of 


the button and the pull chain, and 
forms a pretty chain ending. Its ap- 
pearance is declared to be an addi- 
tion even to the finest electric light, 
lamp or fixture. 

In the dark the great advantage of 
the Ingersol-lite is realized. It ends 
all stumbling to find the electric light 
switch. This device shows where the 
light is and guides the seeker to it. 
The darker the room the brighter the 
glow. 


Shoe Tree Display Stand 


The Auto Vac Products Co.; 25 West 
Broadway, New York City, is supply- 
ing a “silent salesman” free to dealers 
who handle the Kloo Adjustable Shoe 
Tree. 

Kloo Shoe Trees are automatic shoe 
pressers. They are designed to do for 
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Bird Cages 


O. Lindemann & Co., manufacturers 
of bird cages, have accumulated a 
large and varied stock, and invite an 
inspection of their sample lines at 
their showrooms, 35 Wooster Street, 
New York. Interested dealers can 
also obtain their illustrated catalog 
upon application, 

Illustrated herewith are two head- 
liners. The No. 2020 cage (Chinese 
style) is finished in dark brown with 
black trimmings and ornamental fig- 
ures in colors to match. The three 


with Table Stand 


silk tassels furnished enhance the 
beauty of the cage, which measures 
14 in. in diameter. 

Cage No. 2226, on table stand, is 
made in ivory white, gold trimmed, 
with brass wire guard. An identical 


4 cage is also made in brass, No. 2526. 


Kloo Shoe Tree Display Stand 


shoes what pressing does for clothes. 
They make shoes last longer by pre- 
serving their appearance, wearability 
and respectability. They fit any size 
or shape shoe. They weigh only six 
ounces the pair; fold up to size of 
ordinary brush, and are as conveni- 
ently carried in traveling bag; made 
of enameled steel, to last indefinitely. 


Folding Garment Hanger 


The Parker Wire Goods Co., Worces- 
ter, Mass., has recently placed on the 
market a collapsible or folding garment 
hanger known as No. /812. It can be 
used in the closet and carried on trips 
equally well. It has a high nickel 
plate and is as light as a feather, but 
it will hold anything from a Palm 
Beach suit to a fur coat. The stock 
on hand will carry the high plate, but 


The cage measures 11 in. in diameter. 
The stand, No. 5%, is made in ivory 
white, with gold trim; also in brass, 
No. 5. This stand, 28 in. high, can 


No, 2020 Cage, Chinese Styl 
also be combined with a number of 
other cages. 


During the past two years the 





Folding Garment 





Cs 


\ 


Hanger, No. 812 








the makers will discontinue this when 
the present stock is exhausted. Deal- 
ers can make an attractive window 
display with this hanger. It has a 
low selling price and gives a high 
profit. At the present time the mak- 
ers are in a position to make prompt 
shipments. 


breeding of canary birds has received 
an unprecedented stimulus in this 
country, owing to the restricted im- 
portation. This new-born industry, 
at least on a large scale, has been 
particularly evident this season. It is 
believed dealers will feel an increased 
demand for cages in the near future. 


Reading matter continues on page 88 
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Hay Rack and 
Wagon Bed 


Hardware 


which sells fast at interesting profit 
for you dealers—and stays sold— 


WILL BE ANNOUNCED 
_ Inan Early Issue of “Hardware Age” 


LOOK FOR IT—IT WILL PAY YOU 


ALLITH-PROUTY CO. 


DANVILLE, ILLINOIS, U. S. A. 


Boston Chicago New York Los Angeles Philadelphia San Francisco 


Door Hangers and Tracks, Spring Hinges, Rolling Ladders, 
Fire-Door Hardware, Overhead Carriers, Hardware Specialties 


Catalogs, Blue Prints or Special Information Promptly Furnished 
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Notes of the Retail Hardware Trade 


FAYETTEVILLE, Ga.—-The G. & G. Hardware Company is 
sent name of the reorganized firm of Gay & Blalock, 
whose capital stock is $8,000. Among the lines handled will 
be automobile accessories, belting and packing, bicycles, 
buggy whips, builder’s hardware, children’s vehicles, churns, 
crockery and glass, cutlery, dog collars,. dynamite, fishing 
tackle, gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, silverware and washing machines. 





GRANT Park, ILL.—P. A. Hubbell has succeeded to the 
business of the Teverbaugh-Bothfur Mercantile Company. 





GERMANIA, lowa.——-H. H. Furst has commenced business 
here, dealing in baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, churns, cream 
separators, cutlery, dairy supplies, electrical Household spe- 
cialties, furnaces, galvanized and tin sheets, gasoline engines, 
harness, heavy hardware, home barbers’ supplies, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poul- 
try supplies, pumps, ranges and cook stoves, shelf hardware, 
silverware sporting goods, tin shop and washing machines. 





KLEMME, lowa.——Gruetzmacher Bros. have added a stock 
of flashlights and batteries to their regular line. 

Le MArs, lowa.—A hardware store has been opened by 
Hamm, Miller & Kuehn. Gasoline engines, heavy farm im- 
plements, washing machines, wagons and buggies, pumps, 
etc., will be carried in stock 

Swea City, Ilowa.—R. R. Stockman has disposed of his 
stock to Johnson & Adams, who request catalogs on a general 
line of hardware and heating and plumbing material. 


Tripoui, lowa F. A. Robinson is purchaser of the stock of 
H. G. Nichols. 

WALKER, Iowa.—The J. H. Grieger Hardware Company, 
successor to the E. D. Bare Hardware Company, requests 
catalogs on the following items: Automobile accessories, 
bathroom fixtures, belting and packing, buggy whips, churns, 
dog collars, electrical household specialties, furnaces, galva- 
nized and tin sheets, gasoline engines, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, prepared roofing, 
ranges and cook stoves, shelf hardware, silverware and 
washing machines. 

Acra, Kan.—L. G. Brooks has taken over the stock and 
business of the H. E. Strode Hardware Company. 

BeELoIT, KAN.—The Kansas Hardware Company has re- 
cently suffered a fire loss, 

BurrRTON, KAN.—Albert Beyers has purchased an interest in 
the Aspey Hardware and Mercantile Company. 

CHANUTE, Kan.—-W. S. Michener has purchased the inter- 
est of E. C. McGruder in the Chanute Hardware Company, 
and the business will be continued without any change in 
the firm name at 217 East Main Street. 

De Soro, Kan.—F. E. Stuchbery and Curt Soule have 
bought the J. M. Stuchbery hardware store, and will add a 
line of furniture to their complete stock of hardware. Cata- 
logs requested. 

GORHAM, KAN. T® Farmers Store is the name of the 
successor of Frank Heile. 

Hoyt, Kan.—Jacob Howland has started business here, 
carrying automobile accessories, builders’ hardware, cutlery, 
harness, galvanized and tin sheets, shelf hardware, paints, 
oils, varnishes and glass, etc. 

KINSLEY, KAN.—Goldschmidt & Son request catalogs on 
buggy whips, churns, cutlery, dairy supplies, dog collars, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, mechanics’ tools, pumps, 
ranges and cook stoves. sewing machines, shelf hardware, tin 
shop and washing machines. 

LARNED, KAN.—The Funk-Robinson Hardware Company 
has sold its stock to Kelly & Robinson. 

Le Roy, Kan.—The Harris-Anderson Lumber Company has 
purchased the stock of Ralph Rankin. 

PENALOSA, KAN.—The Baldwin Lumber Company has sold 
out to the Anawall Campbell Mercantile Company. 


PoMONA, KAN.—G. S. Ullom’s stock was damaged by fire 
recently. The business was established in 1887. 
B. & W. Hardware Company, 411 


PITTSBURG, KAN.—The 
7 ‘ . . 
line of automobile accessories 


North Broadway, has added a 
to its regular stock. 

ScAMMON, KAN.—The Union Mercantile Company, which 
has bought the stock of J. T. Small & Co., requests catalogs 
on the following lines: Automobile accessories, baseball 
goods, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, crockery and glass, cutlery, dog 
collars, fishing tackle, furnaces, furniture department, galva- 
nized and tin sheets, hammocks and tents, harness, heating 
stoves, iron beds, kitchen cabinets, kitchen housefurnishings, 
lime and cement, linoleum, lubricating oils, oil cloth, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook -stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods and wash- 
ing machines. 

WASHINGTON, Kan.—J. G. Shanlep is stocking his new 
store with a complete line of hardware. 

EKRON, Ky.—The hardware stock of the Shacklett Hard- 
ware Company is now owned by the Wright Hardware Com- 


pany. 


ABBEVILLE, La.—The L. & M. Sokoloski Company has built 
an addition to its store, and added a stock of machinery 
fittings and brass goods to its regular stock, which is whole- 
sale and retail. Catalogs requested on automobile accessories, 
belting and packing, buggy whips, builder’s hardware, crock- 
ery and glass, cutlery fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, lime and cement, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre 
pared roofing, pumps, sewing machines, shelf hardware, 
wagons, buggies and washing machines. 


LAKE CHARLES, La.—The J. Frank Hardware Company 
stock has been sold. The Gayle Harware Company, Inc., is 
the purchaser, 


_ Batavia, Micu.—R. R. Fenner & Son are building an addi- 
tion to the rear of their store. 


TWELVE MILE, IND.—The Friend & Kinsey stock has been 
bought by the Twelve Mile Hardware Company, which re- 
quests catalogs. 


FoLEY, MINN.—The Foley Hardware Company has _ pur- 
chased a new store building, and requests catalogs on auto- 
mobile accessories, baseball goods. bathroom fixtures, belting 
and packing, bicycles, buggy whips, builder’s hardware, 
building paper, children’s vehicles, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture depart- 
ment, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop 
and toys and games. 


ZUMBROTA, MINN.—Samuel Lumelsky has bought a half 
interest in the firm of Ira D. Warren & Son, the senior 
member retiring. The new firm will be known as Warren 
& Lumelsky. 


AvuRorRA, Mo.—Giard & Pfitzner are successors to P. A. Harr, 


Dopce, Nes.—John C. Nitz has bought the hardware store 
of McKnight & Co. 


McCoo. JUNCTION, NEB. 
hardware store of R. Ware. 

RICHFIELD SPRINGS, N. Y.—The warehouses of the Buchan- 
an Hardware Company, wholesale and retail, were recently 
damaged by fire. The loss is estimated at $9,000, covered by 
insurance. The business was established in 1849. 

FILLMORE, N. D.—The Fillmore Hardware Company has 
been organized with a capital stock of $10,000. The firm 
contemplates the addition of many new lines to its regular 
stock. 





E. E. Lincoln has bought the 


D.—Gullickson Bros., now own the stock 


MONTPELIER, N. 
Some time ago they bought the stock of 


of Theo. Cumber. 

N. P. Falk. 
GREENSPRING, Onl10o.—The A. R. Kanney hardware store 

has changed hands. Carper & Huber are the new owners. 


PAUL’S VALLEY, OKLA.—J. E. Goad has increased his stock 
with a complete line of household and kitchen furniture. 


PLEASANT VALLEY, OKLA.—W. H. Coyle & Co. have bought 
the hardware stock of Winters & Son, and added a line of 
furniture and implements. Catalogs requested. 

SASAKWA, OKLA.—The Sasakwa Hardware Company re- 
quests catalogs on gasoline engines. 

PHILADELPHIA, Pa.—John Orr, 2033-2035 Germantown 
Avenue, one of the oldest hardware dealers in the State, has 
sold his entire stock and will retire. The business was estab- 
lished in 1871. 

Bautic. 8S. D.—J. G. Brende has disposed of his stock to 
the Baltic Hardware Company. 

YANKTON, S. D.—F. T. Osborn sold his hardware stock to 
Cc. J. Martin, who is remodeling his store. 

MINERAL WEbLS, TeExX.—The Holt Hardware Company is 
moving to a new location on Oak and Hubbard Streets. 

Norro.LkK, Va.—George V. Dashiell & Son, Inc., has been 
organized with a capital stock of $25,000. 

MANNINGTON, W. Va.—The Jones Sporting Goods Store has 
moved to Market Street, and requests catalogs. 

DorcHester, Wis.—The Fancher Hardware Company has 
bought the stock of L. W. Peterson, consisting of automobile 
accessories, bathroom fixtures, belting and packing, electrical 
household specialties, kitchen housefurnishings, heavy hard- 
ware, mechanics’ tools, sewing machines, shelf hardware, 
sporting goods, washing machines, etc. 

ELroy, Wis.—Severson & Sterba have commenced business 
here, dealing in builders’ hardware, fishing tackle, mechan- 
ics’ tools, ranges and cook stoves, kitchen housefurnishings, 
hammocks and tents, etc. Catalogs requested on a general 
line of hardware. 

GREENWooD, Wis.—Klinke Bros. request catalogs on auto- 
mobile accessories. They have installed a modern service 
station. 

Mapison, Wis.—The Giegel Hardware Company, 625 At- 
wood Avenue, has sold out to Boss & Nilles. 

MILWAUKEE, Wis.—The stock of the Downer Hardware 
& Electric Shop, 587 Downer Avenue, has been damaged by 
fire. 


Reading matter continues on page 90 
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